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A Reliance Agency Connection Means 


—a direct agency contract, assuring 
more substantial first year and re- 
newal commissions. 

—participating, non - participating 
and guaranteed dividend insurance 
with an adequate range of contract 
forms. 

—the Perfect Protection Policy 
which assures less sales resistance, 
lower lapse ratio and 25% to 40%, 
more sales than is the case with the 
average life insurance policy. 

—the new Juvenile Policy which 
is now meeting enthusiastic public ac- 
ceptance from coast to coast. 

—office facilities and furnishings 
provided in the Branch Office with- 
out cost. 

—greater opportunities for self 
development in this fast growing 
organization. 

—prospect - finding ~ service and 
newspaper advertising. 

—prestige, as a representative of 
this strong, progressive institution 
which is the first to place $400,000,000 
of ordinary life insurance in force in 
25 years without consolidation or re- 
insurance. 

And what’s more, it means PROS- 
PERITY to hundreds of Reliance 
underwriters nation-wide. 

“Sell Perfect Protection and you'll 
sell MORE life insurance.” 

Profitable agency connections are 
open to men who can furnish satisfac- 
tory references. 


RELIANCE LIFE 


Mail This Coupon Today 


Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 

’ Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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An Illustration of The 


PERFECT 
PROTECTION 
POLICY 





$15,000 Payable for loss of life 
from accident. 


$10,000 Payable for loss of 
sight, two hands, two j 
feet, or one hand and 
one foot from accident. 


$25,000 Payable for loss of 
life, or $20,000 for 
loss of sight and two 
members, if due to a 
collision or upset of a 
private, pleasure auto- 
mobile while traveling 
therein. 


$50 Weekly if disabled by 
accident. Payable for 
52 weeks for occupa- 
tional disability—208 
weeks additional for 
permanent disability. | 


$75 Weekly indemnity for 
hospital confinement 
for 15 weeks. 


$50 Medical attendance 
indemnity for non-dis- 
abling injuries. 


$50 Weekly indemnity for 
52 weeks, if disabled 
by sickness. 


$600 Per year IN ADDI- 
TION if totally and 
permanently disabled 
by accident or sick- 
ness. No more pre- 
miums to pay and no 
deductions from the 
amount of life insur- 
ance due your family. 


$5,000 Cash to you at age 65, 
or 


$5,000 Cash or a substantial 
monthly income in 
event of natural death. 


Issued in Larger or 
Smaller Amounts 
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Are Life Insurance Trusts Taxable? 


New York Court Holds Such Life Insurance 
Proceeds Inviolate from State Impost 


By JosePH L. Roescu, A.B., LL.B. 


HE great popularity of life in- 


surance as a form of saving and’ 


as a means of supplying the wants 

of future generations, is due, in no 
small measure, to the fact that it is 
exempt from taxation at the time of the 
assured’s death. Man rebels against 
the idea of taxation in any form and is 
not inclined to look with favor upon 
any law, no matter how necessary to 
governmental function, which partially 
consumes the product of his life’s 
labors. What man has accumulated, 
naturally he wishes to pass on intact 
to those he cherishes, for their indi- 
vidual enjoyment. That life insurance 
is a guarantee against taxation has its 
strong appeal to most people and is one 
of the mightiest arguments in the 
possession of life insurance salesmen. 
Life insurance, today, is an industry 
which has taken its place as the founda- 
tion of national prosperity. While the 
empty chair at the head of the table 
can never be adequately replaced, and 
while it is not within the power of man 
to compensate for the loss occasioned 
by the death of the father of a family, 
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the fact remains that there are mouths 
to be fed and generations to be reared. 
Life insurance, as far as possible, has 
filled the mundane breach, and for this 
reason has been and always will be 
zealously guarded by legal tribunals 
and legislators. Public policy has made 
it a public necessity and ever since the 
conception of life insurance contracts, 
the interested companies have been de- 
vising new forms of coverage and 
creating new types of policies to meet 
the demands necessitated by the 
changes in living conditions and the 
progress of civilization. 


Safeguarding Estates 


One of the objectionable features of 
life insurance, from a sociological view- 
point, is the fact that in some instances 
it has placed huge sums of money 
within the control of people who, 
through their lack of business sagacity, 
have wasted the life insurance proceeds 
or who have dissipated the money when 
the guiding hand of the assured has 
been stilled. To meet this situation 


“T.ife Insurance Trusts” were created. 
A life insurance trust differs from the 
ordinary trust agreement only in that 
it is a trust created for the sole pur- 
pose of holding life insurance policies 
and collecting the proceeds of the same 
at the time of the assured’s death, when 
such proceeds are to be disbursed or 
administered according to the pro- 
visions set forth in the trust instrument. 

It is generally established that the 
proceeds of a life insurance policy, 
made payable to a specific beneficiary, 
are not subject to transfer tax at the 
time of death, although the proceeds 
are taxable where the policy is made 
payable to the assured’s estate or to 
his executives, administrators and as- 
signs unqualifiedly, as in the latter 
case they constitute part of the per- 
sonality of the decedent’s estate and 
are subject to the same laws governing 
taxation as the rest of the personal 
property of the estate. With the in- 
creasing practice of establishing life 
insurance trusts, the question naturally 
arises as to whether or not the rule 

(Continued on page 20) 
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ASULEIVE THIRDPARTY SMOKES 


URING recent weeks THE SPEC- 

TATOR has printed editorial com- 
ment on the subject of life extension 
and health research, stressing the fact 
that the bulk of such service has thus 
far been accomplished by a few of the 
larger life insurance companies. It 
is hardly necessary to mention the 
Metropolitan Life in this connection, 
because the work of this great pio- 
neer in the field of life extension has 
long stood forth in clear relief, em- 
phasized on its own merits. From an- 
other angle, however, the reference to 
the subject is pertinent, as it may be 
associated with current news develop- 


ments. oohie ie 


HEN the retirement of Luther 

B. Little as manager of the 
Metropolitan Life publicity department 
was announced last week, the identity 
of his successor became a natural sub- 
ject of speculation. Inquiring along 
suggested lines I learned that Mr. 
Little’s work with the insurance papers 
would be taken care of by J. E. D. 
Benedict, advertising manager for the 
company. “No photograph—no story,” 
said Mr. Benedict, but he was cordial 
in his offer to carry on the same pleas- 
ant relations established by Mr. Little 
during the years of his association with 
the men of the insurance press. 

* * * 

R. BENEDICT is an executive 

who graduated from the exact- 
ing school of advertising agency work, 
and who left that field several years 
ago to manage the national advertising 
campaign on health education for the 
Metropolitan Life. His success in this 
work has been notable. It is doubtful 
whether there is another series of na- 
tional advertising appearing in current 
magazines and newspapers’ which 
matches that of the Metropolitan in 
point of general interest and effective- 


ness. ee 


VERSATILE ability and activity 
is that evinced by Godfrey B. 
Moore, Guardian Life manager in New 
York City. Mr. Godfrey, in addition 
to activities in insurance work, finds 
time to devote attention to civic af- 
fairs in his home town of Mt. Vernon, 
N. Y., and now he comes out with 
a book on bridge entitled ‘Contract 
at a Glance.” E. V. Shepard, a well 
known authority on auction and con- 
tract bridge indorses the work highly, 
especially recommending it to the be- 
ginner. 
It is published by the Proper Press, 
Inc., New York, and sells for 25 cents 
a copy. 





HERE are times when persistency 

in the insurance business results in 
disaster. Ask Burl E. Sherrill, insur- 
ance agent of Lafayette, Ind., if you 
don’t believe this. Sherrill had called 
at the home of a prospect several times, 
always to find the man out. On his 
last visit to the prospect’s home one 
evening, he found him at home. They 
talked for a time about this policy and 
that and when Sherrill was forcing 
his argument with that old wheeze 
about “you can never tell when you 
will be in an accident,” the prospect, 
armed with a new hatchet he had just 
purchased went to the wood shed to 
cut some kindling. Sherrill accom- 
panied him holding a flashlight, and 
still clinging to his accident argument. 
As the prospect swung the hatchet the 
light went out and the tool struck 
Sherrill’s hand completely severing 
four fingers. 

* * * 

HE foregoing came to this depart- 

ment in a news dispatch from In- 
dianapolis. The following telegram has 
already been dispatched to our cor- 
respondent: DID SHERRILL PROVE 
HIS ARGUMENT STOP HOW 
MUCH DID HE SIGN UP SAID 
PROSPECT FOR STOP. 


* * * 


ASUALTY Companies may be 

interested to know that a policy- 
holder cannot be considered to have 
exposed himself to unnecessary hazard 
by entering a “speak easy.” A “blind 
pig” is not inherently a place of danger 
according to a decision recently handed 
down in a Michigan Circuit Court. 
And yet storage places for other high 
explosives are considered extra hazard- 
ous. It is no more than right that the 
‘National Bureau should establish some 
sort of rating system for “blind pigs,” 
giving preference, of course, to those 
places where a drink still costs fifty 
or seventy-five cents and closing the 
schedule at the places where pre-war 
stuff is doled out for fifteen cents. 

* * bo 


IGURES made public Tuesday by 
the National Safety Council showed 
31,500 persons were killed in automo- 
bile accidents in thirty-one states dur- 
ing 1929. The total was 13 per cent 
more than in 1928, while motor ve- 
hicle registration increased only 8 per 
cent. California auto deaths increased 
20 per cent on the basis of a nine 
months’ comparable period, and New 
York and Ohio had 17 per cent increase 
in an eleven months’ period. 
More than half the victims were pe- 
destrians. 


OMPETITION is a word that some- 

times connotes what is good and 
sometimes what is bad in the fire in- 
surance business. The competition that 
arises out of a plethora of agents in a 
territory or multiple representation of 
one company within the limits of a 
small district is not good. The com- 
petition between companies for the ser- 
vices of agents is frequently unhealthy 
also, being responsible, largely, for the 
deplorably high acquisition cost. 

ok * * 

UT there are other phases of com- 

petition which constitute the life 
blood of the business. In the midst of 
regulation and reform, however meri- 
torious, it must not be forgotten that 
initiative and freedom of action have 
made American business methods the 
criteria for the whole wide world. 
““May the best man win” is a fine Amer- 
ican phrase that rings with honor as 
well as courage. That’s the way the 
fire insurance game should be played 
although it should be remembered that 
certain holds are barred. 

* * * 


N this matter of competition there is 

a lesson or two that fire insurance 
agents can learn from the life insurance 
salesmen. There is a tendency among 
fire insurance agents to take it for 
granted that Blank & Blank handle the 
John Brown, Inc., line so that eliminates 
that prospect. 

* * * 
OW in the life insurance business it 
is entirely different. A life under- 
writer, hearing that John Brown has 
taken out a policy with a competing 
agent and company goes to him and 
says in effect, “That’s a fine policy Mr. 
Brown, I hope you'll always keep it; but 
now, to round out your program let me 
sell you an endowment policy that will 
mature just about the time you and 
Mrs. Brown will want to take that 
European trip you’ve always dreamed 
about, an educational policy for young 
Jackie, and you won’t have a care in 
the world.” 
oo * os 

IRE insurance agents ought to 

apply this practice more generally. 
Blank & Blank have complete fire cover- 
age on John Brown, Inc., but have they 
sold him U. & O., sprinkler leakage and 
rent insurance? If they haven’t it’s 
their funeral and your party. In life 
insurance they drive the twisters out 
of the business but every policyholder 
is fair game for additional insurance. 
The attitude ought to be more prevalent 
in fire insurance. 
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Annual Statements 


NNUAL statements of insur- 
ance companies, always of 
keen interest to underwriters, 
agents and investors, are awaited 
with unusual curiosity this year 
because the 1929 reports are go- 
ing to contain the answers to 
questions that were on every- 
body’s lips back in October. 
Predictions have been very 
difficult to make. During the first 
half of 1929 almost the whole 
range of securities moved for- 
ward in market values, some very 
materially, others, of less promi- 
nence, to a smaller degree. There 
were, of course, some_ stocks 
which moved contrary to the gen- 
eral tone of the market but it was 
felt that the seasoned investors 
who had charge of insurance 
monies were able to pick their 
way through the field and derive, 
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at the close of the year, very 
handsome profits. 

The crash in October, however, 
changed the picture completely, 
or at least destroyed the value of 
the previous one. To what extent 
were earlier gains during the 
year wiped out in those fitful 
Autumn days? Were insurance 
companies deeply concerned with 
the spectacular stocks that suf- 
fered such severe declines? Were 
there one or two companies in 
particular caught off their guard 
and subjected to embarrassing 
losses? These are some of the 
questions to which insurance peo- 
ple want answers. The possibili- 
ties are so manifold that no 
prophet has dared to speak with 
finality. We know that there 
were enormous opportunities for 
profit created by the earlier un- 
precedented bull market. Stocks 
purchased or held early in the 
year and sold late in September 
would yield neat profits. Invest- 
ors with courage and wisdom who 
went into the low market after 
the crash might have sold later, 
at considerable advances, or have 
retained the stocks which augur 
fine profits for the future. 

It has been useless to speculate 
on the outcome of a particular 
company in 1929, which may 
have bought and sold at either a 
large profit or a great loss during 
the year; or it may have bought 
stocks prior to 1929, and sold 
them at either a profit or loss in 
the current year, or it may have 
bought securities and retained 
them through all the gyrations of 
the market, which may now show 
either a profit or a loss. 

There is an electric sense of an- 
ticipation about annual state- 
ments this year. Hopes are gen- 
erally high, but insurance people 
nevertheless, feel like actors 
awaiting the opening night’s cur- 
tain. It is well for the companies 
to put forth their statements 
early and give them wide public- 
ity. Interested people want to 
know. The greatest advertising 
copy of the year will be written in 
figures. 


Life Insurance Day 


Thrift Week, beginning Fri- 
day, January 17, and climaxing on 
Life Insurance Day, Wednesday, 
January 22, is expected to mark 
the greatest cooperative effort in 
this direction in the history of 
the movement. The most encour- 
aging reports on the activities of 
the various sub-committees of the 
National Thrift Committee were 
presented at the annual luncheon 
on Tuesday of this week. Savings 
banks, building and loan associa- 
tions, trust companies, and last, 
but by no means least, the life in- 
surance companies themselves, all 
have joined together in a mighty 
effort to sell thrift and savings to 
the American public. That such 
efforts will meet with more than 
a fair measure of success is a 
foregone conclusion. And that an 
insurance-wise public will elect to 
invest a fair proportion of its sav- 
ings in life insurance is also self- 
evident. 


For much of the success which 
will accrue to this year’s thrift 
program the life insurance busi- 
ness and all others interested in 
the economic welfare of the Na- 
tion owe much to the Life Agency 
Officers Association and to the 
splendid committee that organiza- 
tion chose to carry on the work 
of emphasizing Life Insurance 
Day in Thrift Week. This com- 
mittee has enjoyed a fine working 
arrangement with the trust com- 
panies of the country and with 
the National Association of Life 
Underwriters. Among them these 
groups have intensively prepared 
the ground for a red letter 
day and week in American Life 
Insurance. And incidentally, this 
covers, as it should, the Dominion 
of Canada, for the most complete 
cooperation was reported from 
that quarter. 

All that now remains to make 
the event the great success it de- 
serves to be is for the “man on 
the firing line’ to do his bit. The 
public has been made life insur- 
ance conscious as never before. 
It is now up to the contact man 
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to step in and perform that “act 
of thrift” on Life Insurance Day. 
Keep a lapsing policy in force, sell 
a trust agreement, perform a ser- 
vice—and remember the biggest 
service of all will be to place a 
new policy where none existed be- 
fore. Through this complete co- 
ordination of effort will Life In- 
surance Day be long remembered 
in America and through it will 
Wednesday, January 22, mark the 
greatest single day’s production 
of life insurance ever recorded. 





The Fire Loss in 1929 


OLLOWING the conclusion 

of the year 1929, The Journal 

of Commerce has computed the 
property loss by fire for that 
year in the United States and 
Canada, and has arrived at the 
amount of $332,426,600 as repre- 
senting the year’s waste. This is 
$31,000,000 in excess of the loss 
for 1928, though it is below the 
loss in 1921, 1922, 1923, 1924, 
1925 and 1926. There is, there- 
fore, some ground for the as- 
sumption that fire prevention edu- 
cation has had its effect during 
the last decade, even though the 
amount of loss last year did some- 
what exceed the loss for 1928 and 
1927; for it must be borne in 
mind, in this connection, that in- 
surable property values increase 
considerably from year to year. 
Some interesting features ap- 
dear in the tabulation of the year- 
ly losses prepared by The Journal 
of Commerce covering the years 
1879 to 1929, inclusive. Prior to 
the loss of $459,710,000 in 1906, 
which was due largely to the San 
Francisco conflagration, there 
had been but one year (1904) in 
which the property loss by fire in 
the United States and Canada 
had exceeded $200,000,000, and 
the excessive loss in 1904 was oc- 
casioned by the conflagration at 
Baltimore. The huge loss at San 
Francisco, however, was followed 
by annual losses exceeding $200,- 
000,000 in every year since, except 
1915; and in one year, 1922, the 
loss was more than $410,000,000. 


Editorial 


The recession from $393,000,000 
in 1926 to $320,000,000 in 1927 
and to $301,000,000 in 1928 indi- 
cated a turn in the tide of fire 
losses, and the rise to $332,000,- 
000 in 1929 may turn out to be 
only a temporary halt in the gen- 
eral trend toward lower losses. 
Nevertheless, heavy fire losses 
augur underwriting losses for 
1929. 


Insured by Attna Group Plan 
The Woodward Iron Company of 
Woodward, Ala., has announced the 


adoption of a policy of group life in- 
surance coveriug their entire organiza- 
tion. The AStna Life Insurance Com- 
pany of Hartford, Conn., has been 
awarded the contract for this business. 

The plan provides that all employees 
will be given liberal amounts of insur- 
ance covering them in the event of 
death from any cause. The policy also 
provides that in case of permanent and 
total disability occurring before age 
60, the full amount of insurance is 
payable to the employee immediately, 
in one lump sum, or in instalments. 
The contract will cover approximately 
8000 lives and involves several millions 
of insurance. 


OOOCOOOOOOOOOOOIOOOGOOOOGOOES: 





Be 
$100,000,000,000 of life insurance was in force at the end of July, 
1929, in the legal reserve companies of the United States, num- 
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Over $7,000,000,000, or more than 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N.Y. 
DARWIN P.. KINGSLEY, President 


bering about 300. 
ONE-FOURTEENTH,, of this total is in this Company. 
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Court Decision Favors 
Aviators 


All Classes May Now Obtain 
Life Insurance Against 
Common Hazards 








Clears Status of Airmen 





Case Pressed by Metropolitan 
Life to Settle Legal 
Technicality 


A court decision which, for the first 
time, will enable aviators of every class 
—commercial, military, naval and ama- 
teur—to obtain life insurance against 
ordinary hazards at regular rates has 
been made by the New York State 
Court of Appeals, upholding the Met- 
ropolitan Life Insurance Company in 
certiorari proceedings instituted 
against the State Superintendent of In- 
surance. The Court of Appeals up- 
holds the opinion rendered by the Ap- 
pelate Division, and- permits all insur- 
ance companies doing business in the 
state to issue policies on the lives of 
aviators at regular rates, the full face 
value of the policy to be paid for death 
from any ordinary cause, while liability 
in event of death as a result of an air- 
plane accident is limited to the reserve 
on the policy. 

Although life insurance companies in 
general have for some time insured 
without limitation, the lives of persons 
who may become fare-paying passen- 
gers in licensed airplanes, the insure 
ance status of those engaged in avia- 
tion as a profession or pastime has 
never been satisfactorily established. 
Due to a lack of experience which made 
it impossible to determine accurately 
the risk of death incident to aviation, 
some companies have excluded such 
risks altogether while others have is- 
sued policies only on payment of an ad- 
ditional premium, arbitrarily fixed and 
almost prohibitive in amount. 

Anticipating the rapid growth of 
aviation in this country, the Metropoli- 
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Life Insurance Day 


Next Wednesday, January 22, 
the combined efforts of life in- 
surance companies, trust com- 
panies and banks will hammer 
home to the citizens of America 
the message of thrift and life 
insurance. The stage is set for 
a Nation-wide program of ad- 
vertising, radio addresses and 
thousands of luncheon’ club 
talks on life insurance. The life 
underwriters’ act of thrift will 
complete the campaign. See edi- 
torial on page 5. 




















tan, in 1928, asked permission of for- 
mer Superintendent James A. Beha to 
issue policies on the lives of aviators 
at regular rates and which would give 
full protection against all hazards ex- 
cept that of aviation. The ruling of 
the superintendent being unfavorable, 
friendly litigation was begun and was 
decided in favor of the insurance com- 
pany in the Appelate Division. An ap- 
peal was taken by the Insurance De- 
partment, with the result that the final 
sustaining opinion was handed down by 
the Court of Appeals on Jan. 7. 





Prudential Mortgage Loans 
for 1929 


NEWARK, N. J., Jan. 14.—Mort- 
gage loans amounting to $189,- 
863,579 were made during the 
year 1929 by the Prudential In- 
surance Company of America. 

In announcing these figures 
from the company’s home offices 
here, Archibald M. Woodruff, 
vice-president in charge of this 
phase of the Prudential’s activi- 
ties, classed the loans as follows: 





Class Number Amount 
Dwelling ...... 19,450  $103,341,303 
Apartment .... 1,321 40,497,950 
Other city loans 340 26,279,965 
Pas 3,750 19,244,361 

yo eae 24,861 $189,363,579 


As it has done in the past, the 
Prudential made heavy loans on 
property to be used by individual 
families who were purchasing 
their own homes. Twenty-two 
thousand, two hundred~ and 
seventy-eight such families were 
thus accommodated. The apart- 
ments on which loans were made 
provided shelter for 15,753 fami- 
lies. 











Pyramid LifePurchases 
Kansas Life 





Companies to Be Operated 
Separately But Merger 
May Develop 





Pyramid Officers in Charge 





Younger and Smaller Purchasing 
Company Is Headed By 
John G. Hoyt 


KANSAS City, Mo., Jan. 11.—The 
Pyramid Life Insurance Company of 
Kansas City, Mo., has today pur- 
chased the stock control of the Kansas 
Life Insurance Company of Topeka, 
Kansas, according to announcement 
just released by John G. Hoyt, presi- 
dent of the Pyramid Life. The stock 
purchased was transferred to the new 
owner and paid for in cash. For the 
present the two companies will be oper- 
ated separately, with no change in the 
field force or office personnel of the 
Kansas Life. It it probable, however, 
that a merger proposition will be sub- 
mitted later to the stockholders. 

M. J. Dorsey, president of the Kan- 
sas Life, and the other executive offi- 
cers, resigned, the Pyramid Life officers 
being elected in their places. Seven of 
the directors of the Kansas Life re- 
signed and were replaced by seven 
directors selected by the purchaser, 
namely, John G. Hoyt, Charles M. 
Howell, E. L. Foutch and Walker K. 
Chorn, of Kansas City; and Ralph T. 
O’Neil, John Hamilton and Barton 
Griffity, of Topeka. 

The Pyramid Life Insurance Com- 
pany purchaser was organized two 
years ago by John G. Hoyt, at one time 
president of the Missouri State Life 
Insurance Company, and for many 
years recognized as one of the out- 
standing life insurance executives of 
the country. The purchase of the Kan- 
sas Life is directly in line with the 
original plan of organization. 

(Concluded on page 49) 
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NEW OFFICERS OF THE TRAVELERS 





Benedict D. Flynn 


H. Pierson Hammond 


Promoted by The Travelers to the Positions of Secretary and Actuary and Assistant 
Actuary, Respectively, as Reported in Last Week’s Issue of THE SPECTATOR 


New High Records in 1929 
by Equitable Life 





Total New Life Insurance — 
Annuity Business Also Largest 
in History of the Company 


Figures compiled from reports of in- 
surance written by 135 agencies of The 
Equitable Life Assurance Society of 
the United States in 1929 show a new 
high total for any single year in the 
long history of the company. The com- 
bined new ordinary and group life 
insurance paid for in the year is $1,- 
041,690,486 according to a statement ‘s- 
sued by President Thomas I. Parkin- 
son, and represents an increase over 
the preceding year of $82,000,000. 

The new paid for ordinary business 
totaled $816,571,837, exclusive of addi- 
tions, revivals and increases. This is 
an increase of $37,146,807 over the or- 
dinary business of 1928. The new group 
life policies, a form of coverage the 
Equitable introduced into American 
life insurance eighteen years ago, to- 
taled $225,118,649, an increase of $44,- 
761,734 over 1928. 

In addition to its ordinary and group 
life insurance, The Equitable trans- 
acted a large annuity business, exceed- 
ing $107,000,000 figured on the insur- 
ance production basis. Mr. Parkinson 
commented on the growing tendency of 
the American people to provide for old 
age retirement by means of life an- 
nuities, purchased either individually 
or on the group plan. He observed that 
nearly one-half of all the life annuities 
in force in companies doing business 


Life Insurance 


in New York State are carried in the 
Equitable. 

The above figures do not include 
the $50,000,000 of Group Accident and 
Health Insurance also placed on the 
company’s books during the year. 

The total life insurance in force on 
the company’s books as of December 
31st, 1929, exceeded $6,806,000,000, an 
increase over 1928 of $619,000,000. 

In July of last year the Equitable 
celebrated its 70th anniversary, and at 
a convention of its agency forces, in- 
augurated plans for a five-year agency 
building program, one of the early ef- 
fects of which is reflected in the record- 
breaking business with which the com- 
pany closed the year. 


Associated Life of California 
Wrote Nearly $6,000,000 


The Associated Life Insurance Com- 
pany of California reports a total vol- 
ume of paid for business approximat- 
ing $5,750,000 for the past year. This 
company, one of the recently organ- 
ized, has confined its activities to the 
State of California thus far, and its 
officers and directors are very well 
pleased with the creditable showing 
made. 

Effective January 9, Executive Vice- 
President A. Silvers tendered his resig- 
nation from the Associated Life. He 
states that his retirement from the 
company was based on purely personal 
reasons, and while he has not as yet 
announced his plans for the future, he 
says he expects to remain active in the 
business he has so long been identified 
with. 





Detroit Life Holds Sales 
' Congress 


Program for 1930 Mapped Out at 
Lively Two-Day Meeting— 
Presidents Club Formed 
One of the most successful sales con- 
gress and agency meetings ever held 
by an insurance company was held in 
Detroit, Monday, Jan. 6, and Tuesday, 
Jan. 7, by the Detroit Life Insurance 

Company. 

“Around the Calendar with the De- 
troit Life Insurance Company in 1930,” 
was the theme of the sales meeting. 
In announcing the Detroit Life program 
for 1930 stress was laid not only upon 
the writing of an increased volume of 
good business, but conservation and 
consecutive weekly production was em- 
phasized. A “President’s Club” per- 
sonally sponsored by President W. 
Irving Moss, was inaugurated and 
membership in the club is based upon a 
renewal ratio of 80 per cent or better. 

Ten production clubs, classified ac- 
cording to volume of production, now 
offer an incentive to the agent to pro- 
duce a maximum volume of business 
during 1930. 

Jerome C. Saltzstein, executive vice- 
president of the company, and Alford 
V. Gustafson, recently appointed super- 
intendent of agencies, presided at the 
convention sessions of the sales con- 
gress. President W. Irving Moss 
greeted the agents through a personal 
letter which was published in the con- 
vention booklet. 


C. S. Samuel Resigns From 
Oregon Mutual Life 





Chief Executive Officer Will Be 
Succeeded by Vice-President 
W. C. Schuppel 


C. S. Samuel, vice-president in charge 
of operation of the Oregon Mutual Life 
Insurance Company, has resigned as 
chief executive officer of the company. 
He will be succeeded by Vice-President 
W. C. Schuppel, who is in charge of 
agency work, and who will take over the 
executive duties performed by Mr. 
Samuel and will likewise continue to 
direct the agency activities. No other 
changes in the personnel of the home 
office organization of Oregon Mutual 
are contemplated at the present time. 

The company during the past year 
was mutualized, the stockholders re- 
receiving $1,000 a share—the amount 
originally invested. There was $100,- 
000 of capital stock outstanding. In- 
surance in force in 1929 reached $55,- 
000,000 and the number of agencies was 
doubled. The company operates in Ore- 
gon, Washington, Idaho and California. 
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New Disability Rates Are 
Announced 





Schedules for Equitable Life of 
lowa and for the Massa- 
chusetts Mutual Life 


New disability rates effective Jan. 1, 
1930, providing for waiver of premium 
only or for waiver of premiums and 
$10 monthly income for each $1,000 of 
insurance, is announced by The Equit- 
able Life Insurance Company of Des 
Moines, Iowa. 

These rates are for male lives only. 
For female lives the charge is 1% times 
the male rates and limits the age be- 
fore which disability must occur to 55 
instead of 60. No change is made in 
the company’s present practice of is- 
suing disability clause to self-support- 
ing, unmarried women only, ceasing 
upon their marriage. An illustration 
of the rates at quinquennial ages on 
ordinary life, 20-payment life, and en- 
dowment at 65 is as follows: 


SCHEDULE OF NEW DISABILITY PRE- 
MIUMS, EQUITABLE LIFE OF IOWA 


Per $1,000 of Insurance 


Ordinary 20-Pay- Endow- 
Life ment Life mentat 65 
Full W.P. Full W.P. Full W.P 


Age Dis. Dis. Dis. Dis. Dis. Dis. 


15 $2.58 $.36 $3.44 $.30 $2.95 $.38 
20 2.89 43 3.71 .34 2.90 .45 
25 3.24 53 3.93 .39 3.25 54 
30 3.64 64 4.13 48 3.67 .68 
35 4.17 80 4.40 .63 4.23 .86 
40 4.87 1.05 4.71 .89 4.97 1.16 
15 5.80 1.438 5.74 1.38 6.00 1.63 
30 7.03 2.01 7.04 2.03 7.43 2.41 
55 8.71 2.92 8.78 2.99 9.68 3.88 

Note: Term to 65 and 10-Year Term 


rates are the same as those for the Ordi- 
nary Life Plan. 


As announced in last week’s issue 
the Massachusetts Mutual Life In- 
surance Company has also announced 
an early change in its disability policy. 
This change will be effective in the 
near future and will conform to the 
following schedule: 


Male Lives 
Ordinary Life 
Waiver of Premium Only 


Age Present Rate New Rate 
21 $0.30 $0.47 
25 .30 55 
30 37 .66 
35 49 .85 
40 -69 1.10 
45 .99 1.49 
50 1.51 2.08 
55 2.47 3.00 
Waiver of Premium and Annuity Benefit 
21 $2.08 $3.11 
25 2.25 3.40 
30 2.59 3.82 
35 3.03 4.39 
40 3.66 5.11 
45 4.54 6.07 
50 5.87 7.33 
55 8.09 9.06 





The American Security Life of Bir- 
mingham, Ala., held its annual conven- 
tion recently, with President D. V. 
Edmundson, City Commission Presi- 
dent Jimmie Jones and President Sam 
Clabaugh of Protective Life, as the 
chief speakers. 
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HEADS OF RELIANCE LIFE COMPANY’S NEW 
DEPARTMENTS 





R. N. Barrett, F. V. Anderson and R. C. Kneil 


Promoted by Reliance Life 


The creation of three new depart- 
ments and enlargement of the home 
office in the Farmers Bank Building is 
announced by the Reliance Life In- 
surance Company of Pittsburgh. 


R. C. Kneil, formerly manager of the 
renewal department, has been ap- 
pointed director of the budget. Robert 
N. Barrett, formerly manager of the 
reinstatement department, has been 


made manager of the new policyhold- 
ers’ service department. French V. An- 
derson has been placed in charge of the 
new direct mail division of the adver- 
tising department. 

Reliance Life, which now occupies 
five floors of the Farmers Bank Build- 
ing, has taken additional offices on the 
fifth floor to accommodate the execu- 
tive vice-president, auditor, budget di- 
rector and the advertising department. 





Northwestern National 
Life Had Best Year 


Forty-fifth Annual _ Financial 
Statement Shows Company 
in Strong Position 


Another record-breaking year for 
the Northwestern National Life of 
Minneapolis is reflected in the 45th 
annual financial statement of the com- 
pany. The statement, revealing re- 
markable forward strides in all phases 
of the business, was published in the 
first week of the new year, thus main- 
taining the company’s custom of issu- 
ing its complete annual statement with 
the final figures promptly after the 
close of business Dec. 31. 

As proof of the continued gains and 
increases which 1929 brought, the 
statement showed paid-for insurance in 
force rising by $37,345,141 during the 
year, bringing the paid-for insurance 
in force total to $325,514,050. New 
paid-for business during the year 
amounted to $75,908,752, an increase 
over 1928 of $11,789,303, or approxi- 
mately 18 per cent. This increase of 
$1,000,000 a month in new paid-for 
buiness is a measure of the increased 
“drive” which the agency organization 
showed in 1929. 


Admitted assets increased from $33,- 
207,578 to 37,589,915. The company has 
paid $45,044,246 to policyholders and 
beneficiaries since organization. 

Fittingly enough, the greatest year 
closed with the greatest month in his- 
tory. In addition to the University 
of Minnesota group contract, awarded 
jointly to the Northwestern National 
Life and the Minnesota Mutual Life, 
December new business totalled $5,- 
889,249. December was the 15th con- 
secutive month in which production 
went over $5,000,000. 


Leading Producer 


Howard W. Yerxa of Minnesota was 
outstanding individual producer among 
the company’s agents in 1929. Mr. 
Yerxa placed first in the company’s 
1929 big ten, leaders in the re- 
gional convention contest, chosen last 
August, and was third for the two 
preceding years. He also’ ranked 
first in volume in 1925 and has been 
a member of the quarter million club 
every year since 1924. His volume 
leadership for the year placed him first 
on the roster of the largest quarter 
million club every honored by the com- 
pany and first of the longest roll of 
$100,000-and-over producers. This 
roll lists 25 per cent more names than 
in 1928. 
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Mhe FARM 


Life Insurance Compan 


We’re always on the lookout for 
good representatives. They’re rare 
but a good one can make a mighty 
profitable connection. Tie in with 
an institution that has the reputa- 
tion of paying all death claims on 
the day that adequate proof is 
shown—that has a range of policies ih, 
to fit every need. Let’s hear from 

you. 











H. K. Lindsley . Stewart 
ns Ponte e. _Jacobshagen ®* PRESIDENT 
SECRETARY 


WICHITA,KANSAS 























“In This Way We Measure” 


A LIFE INSURANCE COMPANY may well 
measure its success by the good it performs rather 
than by great size. Through eighty-six years THE 
Mutua. Lire INsuRANCE CoMPANY oF NEw York, the 
“first American Company,” has measured its success by 
the scope, manner and degree of its service. In such a 
way it is measuring now as its service broadens. 

Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and 
Double Indemnity Benefits, and prompt payments and 
practices for convenience of members are embraced in its 
present service, 

It welcomes as field representatives those who know 
that success is according to the natural law of compensa- 
tion—that the best comes to those who give out the best 


of themselves. 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 


an 
Manager of Agencies 



























The Record of 1929— 


Better than we expected! 


Increase in Insurance in Force, 
Gained 18% 
Increase in Assets, Gained 15% 
Premiums Renewed 92% 
Mortality 48%—Saved 52% 


Interest on Investments 5.9% 


Even greater than we expected was the 
progress of the Peoria Life in 1929. And that 
—knowing the caliber of our Agency Force— 
was exactly what we expected! 


We are proud of every figure in the 1929 
record. Especially interesting are the figures 
for insurance gained and premiums renewed, 
decidedly the best in the Company’s steady and 
impressive growth—mathematical evidence of 
the practical worth of Peoria Life Service to 
Agents and Service to Policyholders. 


Peoria Life Agents, familiar with the hearty 
cooperation of their company, look forward 
eagerly in 1930 to another year of substantial 
progress and successful accomplishment. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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Sectional Meetings Will 





Feature 1930 
Lincoln National Life Plans 
Nation-wide Educational 
Program 


Vice-president Walter T. Shepard of 
The Lincoln National Life Insurance 
Company has announced the program 
of the nation-wide sectional meetings 
that are to be held this spring for the 
benefit of the star producers of the 
company. These meetings, which are 
to be held in Philadelphia, Fort Wayne, 
San Antonio, Los Angeles, and Kansas 
City, are to feature Dr. Charles J. 
Rockwell, famous insurance educator 
and sales director. Each meeting, in 
each town, will be of three day dura- 
tion and the first afternoon and entire 
second day will be personally conducted 
by Dr. Rockwell. He will discuss, con- 
cretely, the field problems of The Lin- 
coln National agents present. 


The Program Schedule 


The morning of the first day of each 
meeting will be devoted to talks by 
W. T. Shepard, vice-president in charge 
of agencies; A. L. Dern, manager of 
agencies; Dr. W. E. Thornton, medical 
director; and W. T. Plogsterth, as- 
sistant superintendent of agencies. 

The afternoon session will be taken 
up with a talk by Dr. Rockwell on Pros- 
pecting. The discussion on this sub- 
ject will be divided into twelve parts, 
each taking up a separate angle. The 
next subject of the afternoon will be 
that of approaches, which will be fol- 
lowed by open discussion. The evening 
of the first day will be devoted to a 
theater party. 

The entire second day program will 
be conducted by Dr. Rockwell, who will 
take up the subjects, Meeting Sales Re- 
sistance and Selling the Young Man, 
for the morning half of the meeting. 

The afternoon of the second day he 
will discuss Programming and Business 
Insurance. The program for the eve- 
ning of this day will be a banquet and 
the presentation of Company awards 
to the Company’s star producers, in- 
cluding all Minute-Men for 1930 (the 
men who wrote and paid for $100,000 
of business the final four months of 
1929), all members of the company 
honor clubs, and winners of special con- 
tests and prizes. 

An open forum, with questions per- 
missible from all present, will take up 
the first part of the morning of the 
third day, which will be followed by a 
talk on the prospects of 1930 by the 
superintendent of agencies who is in 
charge of the territory in which the 
meeting is being held. The last active 
session of the third day will close with 
remarks by Vice-president Shepard. 
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Greatest Day in History 
of New York Life 


Application for $21,500,000 
Insurance Received on 
Single Day 


New York Life Insurance Com- 
pany on Jan. 6 had the greatest 
business day in the history of the 
Company, it is reported by 
Darwin P. Kingsley, president. 
On this day 5500 individual ap- 
plications for insurance amount- 
ing to $21,500,000 were received. 

During the first six working 
days of the year, from Jan. 2 to 
Jan. 8 inclusive, the Company re- 
ceived nearly 17,000 separate ap- 
plications for insurance totaling 
$60,000,000. The applications 
came from practically every part 
of the United States and Canada 
in amounts ranging from $1,000 
to $500,000. 

In the year 1929 the New York 
Life’s new paid-for insurance 
amounted to more than $950,000,- 
000. The total insurance in force 
of the Company is now over $7,- 
250,000,000. This represents more 
than one fourteenth of the total 
insurance in force of the 300 legal 
reserve companies of the United 
States. 

All business written during the 
first three months of this year is 
ascribed in honor of Vice-Presi- 
dent Thomas A. Buckner whose 
fiftieth anniversary with the Com- 
pany is being celebrated by a tes- 
timonial program which includes 
special departmental activities 
throughout the country. 














Adopts Monthly Premium 
Payment Plan 





Missouri State Life Issues New 
Policy with no Restrictions 
as to Plan 


The Missouri State Life Insurance 
Company of St. Louis on Jan. 1 put into 
effect the Monthly Premium Payment 
Plan, and is now accepting applications 
for insurance writen on the monthly 
payment plan subject to certain regula- 
tions. The limitations of the new plan 
are: A minimum monthly premium of 
$10 per policy but no restrictions as to 
plan of insurance, benefits, age or sex; 
no special application forms or special 
policy forms required. 

The monthly premium rates are the 
same as the company’s Salary Savings 
Plan. The company will send but one 
premium notice each month, so it is up 
to the agents to watch their monthly 
premium business very closely to pre- 
vent undue lapsation. 

It is suggested to the agents that 
they limit the monthly payment plan 
to persons with regular incomes who 
are accustomed to paying their ac- 
counts regularly by check each month. 
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Record by 
Guardian Life in 1929 


Remarkable 





Every Month Greatest on Record 
in Written, Issued and 
Paid-for 

With its twelfth consecutive triple- 
record-breaking production in De- 
cember, The Guardian Life Insurance 
Company of America brought to a close 
the greatest year in the company’s 
seventy. 

In each of the twelve months of 1929, 
the best previous figures for written 
issued and paid-for business in any cor- 
responding month in the company’s his- 
tory were eclipsed. 

New business paid for by Guardian 
agencies in 1929 exceeded 1928's fig- 
ures by more than 15 per cent. 

The ten leading agencies in percent- 
age of increase over 1928 were Omaha, 
Rochester, New York (F), Baltimore, 
Buffalo, Tulsa, Detroit, Cincinnati, San 
Francisco and Kansas City. Each of 
them recorded increases in excess of 
50 per cent for 1929. 

The New York (McNamara) Agency 
not only led the entire Guardian field 
in paid production, but recorded the 
greatest volume of increase. Next in 
order in amount gained were Rochester, 
Los Angeles, New York (F) and De- 
troit. 








Peoples Life 


Insurance Co. 
“The Friendly Company” 


Frankfort, Indiana 


$5,884,944.18 on Deposit 
with the Indiana Insurance 
Department 


$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 
Force 


Pro- 





NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 








A few top notch contracts to In- 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 








Life Insurance 








12 


Atlantic Life Entered Seven 
New States in 1929 


President Swink Reviews Year 
of Expansion and Discusses 
Future Plans 


During 1929, Atlantic Life of Rich- 
mond entered seven new States in- 
cident to its expansion program. Pres- 
ident A. C. Swink told some forty or 
more general agents of the company in 
annual meeting at the home office, the 
last of the new States being Oregon. 
Plans are being laid to enter two addi- 
tional States. President Swink an- 
nounced in this connection that W. C. 
Elliston has been named manager of 
the Pacific Coast division with head- 
quarters in the Van Nuys Building at 
Los Angeles. Mr. Elliston will begin 
immediately the development of Ore- 
gon territory and will also start devel- 
oping California and Washington as 
soon as the company is domesticated in 
these States. Mr. Elliston was former- 
ly with the International Life and also 
with the Mountain States Life on the 
coast, achieving an outstanding record 
as an organizer in that territory, par- 
ticularly when he was with the Inter- 
national. 

President Swink further 





informed 


the general agents that the company’s 
man power in the field was increased 





385 per cent during the past year and 
that the number of general agents had 
been increased 60 per cent. The agency 
paid business in 1929 amounted to 
$24,733,000 exclusive of reinsurance 
which ran the total to $30,639,000. The 
agency paid business showed an in- 
crease of 25% per cent over 1928. 

President Swink also announced that 
the company began Jan. 1, issuing a 
new contract providing non-participat- 
ing term insurance to age 65. This 
was the fifth new policy contract an- 
nounced by the company within a 
year’s time. It is now planning to 
write salary savings insurance. 


John Hancock Promotions 


The John Hancock Mutual Life In- 
surance Company of Boston has 
opened a number of new Weekly Pre- 
mium agencies. 

Among recent appointments is that 
of Bernard J. Courtney, as district 
manager in the new office to be opened 
at Reading, Pa., on Jan. 20. 

Another new office is being opened at 
Lewiston, Me. Thomas S. Silva of 
Gloucester, assistant at that point under 
the district manager at Salem, will be 
district manager at Lewiston. 

A recent John Hancock promotion is 
that of Jacob L. Levine from Brooklyn 
to district manager at Trenton, N. J. 











1930 


Week. 


Life Insurance is Thrift. 






nated. 


Wednesday, January 22nd. 


® @® @ @ 






50 UNION SQUARE 


Life Insurance 


Life Insurance Day 
Wednesday, January 22, 


Life Insurance Day should be an outstand- 
ing event in the celebration of National Thrift 






The Life Underwriter is a teacher of Thrift. 


The unique place held by Life Insurance in 
the thrift of the American people should be 
further emphasized on that day through force- 
ful presentation of the message of Thrift 
Through Life Insurance and of the fact that 
Life Insurance is Thrift with the “if” elimi- 


Lend your active support by performing 
an act of Thrift through Life Insurance on 







THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 


“The Company that Guards and Serves” 
NEW YORK CITY 































Old Line Legal Reserve 


HERBERT M. WOOLLEN 





Minkusl Rénshe Lille Giles 
During Last Year 





Large Underwriting Gains Be- 
gun in July Continued Strong 
Through to December 


The year 1929 has ended for the 
Mutual Benefit with a substantial in- 
crease in business over that of 1928. 
The momentum which was responsible 
for this achievement started in July, 
when the business for that month ex- 
ceeded, by well over a million dollars, 
that of any previous July in the com- 
pany’s history. August, too, showed 
an increase of over a million dollars 
over any August since the organization 
of the company. The September pro- 
duction showed an increase of 11.3 per 
cent over the production of September 
1928. October brought again an in- 
crease which made October 1929 the 
largest October ever recorded in the 
Mutual Benefit. And November was 
the second largest November in the 
company’s history. December ended 
the year with a 6.7 per cent increase 
over December 1928, and gave the 
Mutual Benefit an increase of 11.58 per 
cent in production for the last half 
of 1929 over the corresponding period 
of 1928. These figures do not include 
increased policies or dividend additions. 


AMERICAN 
CENTRAL 
LIFE 


Insurance Company 


INDIANAPOLIS 





Established 1899 











PRESIDENT 
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Chicago Life Underwriters Have 
an Active Association 


Program of Work Under Present Administration Is 
Based on Four Progressive and Success 
Insuring Movements 


HE Chicago Association of Life 
[Underwriters is rapidly becoming 

one of the outstanding organiza- 
tions in the country, due to its aggres- 
sive policies and its unusually able 
management under the direction of 
President E. B. Thurman and through 
its secretary, Walt Tower, and its sev- 
eral committees. 


Basis of Plans 


Last June, when E. B. Thurman was 
elected president of the association, he 
declared for four major activities dur- 
ing his administration. First: mem- 
bership. Believing that every life un- 
derwriter in Chicago sheuld be an ac- 
tive member of this association not 
only as a duty but also as an opportu- 
nity, an aggressive campaign for new 
members was started. At the present 
time there are 850 paid members, which 
is an increase of 72 per cent, and the 
end is not yet in sight. It is confident- 
ly predicted that the year 1930 will 
close with a paid membership of 1200. 

Second: education. Hundreds of 
thousands of dollars are being spent by 
the life insurance companies of this 
country in educational efforts, and the 
money value of the time and effort 
spent by the managers and general 
agents is even greater. As an associa- 
tion activity, Chicago is sponsoring the 
Life Trust Institute, which is a coop- 
erative activity between the association 
and the trust companies of Chicago, 
giving to the life insurance men a work- 
ing knowledge of trusts and wills. 


Supporting C. L. U. 


The Chicago association has just com- 
pleted the details of another educational 
activity which is destined to spread all 
over the country. The Chartered Life 
Underwriters of Chicago, all of whom 
are members of the association, have 
agreed to tutor a class that will take 
the examinations next June for the 
C. L. U. Degree. This tremendous job 
is a contribution on the part of these 
men and they will receive no monetary 
compensation. 

Third: business practices. An ag- 
gressive, determined effort is being 
made and will be continued to clean up 
certain bad practices in Chicago, par- 
ticularly twisting and rebating. Great 
good has already been accomplished 
along this line, and a sufficiently large 
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number of the general agents and man- 
agers are in accord in their efforts so 
that there can be no doubt of the ulti- 
mate success of this clean-up campaign. 


Self-Supporting 


Fourth: finances. It is a commonly 
known fact and a generally recognized 
truth that nearly all life underwriters’ 
associations are broke. It is a strange 
situation that life insurance men whose 
daily business is to help business men 
solve their business problems, conduct 
their own association on a basis where 
they use only red ink. Chicago is de- 
termined to put its association on a 
business basis. To be properly financed 
so that it can function is one of the 
most important pieces of work the as- 
sociation has undertaken, and under 
the able direction of A. E. Patterson, 
chairman of the committee, work has 
been carried to completion. 

With such an ambitious program, 
with such able direction and with such 
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interested cooperation, the Chicago As- 
sociation of Life Underwriters cannot 
help but bring credit and honor to its 
chiefest member, S. T. Whatley, who is 
now president of the national associa- 
tion. 

The association was organized in 
1888 and has just concluded one of its 
most active years. It is affiliated with 
the State and National associations. 
The officers and directors of the asso- 
ciation are as follows: 


List of Officers 


E. B. Thurman, president; I. B. Ja- 
cobs, vice-president; A. E. Patterson, 
vice-president; Harry T. Wright, treas- 
urer. Board of Directors: Walter H. 
Boireau, DeForest Bowman, Samuel T. 
Chase, Roy L. Davis, E. B. Dudley, 
John Gregson, John R. Hastie, Mare A. 
Law, Arthur L. Miller, Leo R. Stamm, 
L. H. Tracy, F. C. Wigginton. Man- 
aging Director, Walt Tower. 

The advisory board is as follows: 
Byron C. Howes, chairman; S. T. 
Whatley, C. F. Alexson, Robert A. 
Cameron, Stewart A. Cushman, Edgar 
C. Fowler, Jules Girardin, Frank C. 
Hughes, Karl B. Korrady, Harry Mc- 
Namer, Harper Moulton, T. C. Rice- 
Wray, C. F. Schuster, Douglas J. Scott, 
R. E. Spaulding, Charles B. Stumes, 
Robert E, Whitney. 




















Wednesday, January 22nd 
LIFE INSURANCE DAY 
NATIONAL THRIFT WEEK 


Cooperate with your local 
LIFE UNDERWRITERS ASSOCIATION 








“THE OLD 


The Manhattan Life Insurance Company 


Its traditions and ideals have been built 
on the motto of “Reliability” and as 
such it has earned the name of 


Founded 1850 


654 Madison Avenue at 60th Street, New York, N. Y. 
THOMAS E. LOVEJOY, President 
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To Assist Our Agents 


The developing of practi- 
cal ways and means of as- 
sisting in the location and 
placement of contracts is 
one of our first duties to 
our agents... and will be! 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street, 
Philadelphia, Pa. 























IF 


You Are 
Interested 
in 















Prospect Service Plans 
Attractive Literature 
Clubs and Contests 
Peppy Conventions 
Health Conservation Service 


Write for “A Frank Talk on Your Future” 
Address J. A. S. Agency Dept. 






















It Is the Most Easily Sold 
Policy I Ever Saw” 


That is what an experienced agent, new with the 
National Life, says about the Universal Policy. The 
records being made by a host of new agents and a lot of 
old ones lead us to believe this statement is correct. 

The Universal Policy and the National Life Company 
offer these advantages to the policyholder and the 


agent— 
For the Policyholder: 


Company is purely mutual. 

Policies are participating. 

After the first year, limited payments and Endow- 
ments pay face of policy plus everything deposited over 
Whole Life rate for death during premium paying 
period. 

Men and women risks written same rate. 

Unusually low premium. 

Limited Payments and Endowments can be changed 
without examination to lower premium forms at original 
insurance age and original basic rate. 

Juvenile policies. 

Children’s Educational Policy. 

Expectancy Term policy. 


For the Agent: 


Free Direct Mail Advertising service. 

Sales Promotion Department to help agents. 

Non-medical privileges. 

Fine working agreement with liberal first year and 
renewal commission. 

An exclusive new policy with features and benefits not 
found in any other one standard life insurance policy. 

Tie up with a real human institution. 


NATIONAL LIFE COMPANY 
Des Moines 





















































HOME LIFE 
INSURANCE 
COMPANY 


of New York 


A COMPANY 
of OPPORTUNITY 


ETHELBERT IDE LOW, Chairman of the Board 
JAMES A. FULTON, President 





On Agency Matters Address 


H. W. Manning, Superintendent of Agencies 
256 Broadway, New York. 
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Thomas A. Buckner Com- 
pletes Fifty Years’ Service 





New York Life Executive to Be 
Honored by Program of Meet- 
ings During Anniversary Year 


The fiftieth anniversary of Vice- 
President Thomas A. Buckner’s service 
with the New York Life Insurance 
Company will be celebrated by the com- 
pany with a great testimonial program 
which will include special departmental 
meetings to be held throughout the 
country, it has been announced. Mr. 
Buckner has consented to attend each 
of these meetings and will meet and 
talk with the agents whose activities he 
has for so many years directed. 

In a letter sent to the Field Force 
President Darwin P. Kingsley has 
called attention to the distinguished 
service which Mr. Buckner has ren- 
dered to the company and the insurance 
business as a whole. “He has seen and 
been a part of all the significant his- 
tory of American Life Insurance,” 
stated Mr. Kingsley. “There may be 
in some of the life companies an execu- 
tive who has seen as much and done 
as much and today stands for as much, 
but if there is such a man I do not 
know him.” 

In 1898, Mr. Buckner, a young man 
of thirty-three, came to the home office 
of the New York Life in the agency 
department with the title of superin- 
tendent of agencies. He had gained 
his early experience in various capaci- 
ties in the Middle West. In 1900 he 
was elected fourth vice-president, and 
in 1908 vice-president, succeeding 
George W. Perkins as head of the com- 
pany’s field organization. 

Great events have occurred in these 
years. With Mr. Buckner’s assistance 
and under his guidance the Field Force 
has grown from an organization pro- 
ducing around two hundred millions to 
an organization of nearly 11,000 
agents, producing close to a billion of 
new insurance per annum. 


Made St. Louis Manager 


The Franklin Life Insurance Com- 
pany of Springfield, Ill., has appointed 
Raymond G. Gregory manager of its 
St. Louis, Mo., office. He formerly was 
a member of the faculty of the Insur- 
ance School of the University of Pitts- 
burgh and also served as supervisor 
of the Pittsburgh branch of the Aitna 
Life Insurance Company. 


Pilot Life Appointment 


The Pilot Life Insurance Company 
of Greensboro, N. C., recently appointed 
C. S. Whitfield general agent at Or- 
lando, Fla. 


THE SPECTATOR 
January 16, 1930 





FIFTY-YEAR RECORD 





Thomas A. Buckner, Vice-President New 
York Life Insurance Company 





Well-known Underwriter Joins 
Illinois Life 


Edward H. Steffelin, one of Chicago’s 
million dollar producers and _ well- 
known agency managers, has joined 
forces with the Illinois Life. Mr. 
Steffelin will serve as director of sales 
in the company’s newly opened In- 
surance Exchange Division. According 
to an announcement from the home of- 
fice of the Illinois Life Mr. Steffelin 
will be available in the capacity of sales 
counsel to other members of the com- 
pany’s agency organization. 


Increased Production for Year 


Fischer & Fischer, general agents 
for the St. Louis agency of the Penn 
State Mutual Life Insurance Company 
report that the total paid production of 
their company in 1929 was $304,412,- 
399, an increase of $49,361,795 or 19.4 
per cent compared with 1928. 
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Inter-Southern Life Opens 
Eastern Office 


Vice-President Albachten in 
Charge of Company’s New 
Campaign of Expansion 





Plans for extensive development of 
eastern territory by the Inter-Southern 
Life of Louisville, Ky., were announced 
this week by President C. G. Arnett, 
and R. J. Albachten, agency vice-presi- 
dent of the company at the home office, 
has been selected to take charge of the 
program. 

Mr. Albachten moved his _head- 
quarters as of Jan. 1 to Newark, N. J., 
where he assumes the duties of vice- 
president in charge of the Inter-South- 
ern’s eastern territory and where he 
will also establish his own general 
agency. 

The new head of the Inter-Southern’s 
eastern development plan is a practical 
field man of more than ten years’ suc- 
cessful selling experience. Since coming 
with the company four years ago he 
has been head of the agency depart- 
ment, personally in charge of all field 
development which has showed excep- 
tional progress. 

Four years ago, when Mr. Arnett be- 
came president of the Inter-Southern 
Life, he selected Mr. Albachten for ser- 
vice in the agency department. He 
built up the home office agency in one 
year from an unimportant producing 
unit to the leadership of the company. 


Georgia Managers Discuss Plans 
for Coming Year 

ATLANTA, GA., Jan. 17.— Georgia 
branch managers and assistant man- 
agers of the Metropolitan Life Insur- 
ance Company met at the Atlanta 
Biltmore Hotel Tuesday and discussed 
plans for 1930. About forty-five men 
attended the meeting, representing the 
Metropolitan offices in eleven of the 
Georgia districts. The meeting was 
presided over by G. W. Robertson, 
agency supervisor. 


Scranton -Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 


unlimited production. 


Contract as good as the best, with exclusive 
rights. 
Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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45» Year 


AGAIN—a Record Year! 


GAN in paid-for 


insurance in force 


37 Million Dollars (13%) 


N INCREASE over 
the gain in 1928 of 


EW BUSINESS 
paid-for basis 


N INCREASE over 
1928 new business of 1134 Million Dollars (18% ) 


7 Million Dollars (23% ) 


751% Million Dollars 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O.J ARNOLD, pacswert 
STRONG~- Minneapolis Minn. ~ LIBERAL 


Paid-For Insurance in Force 


$325,514,050 
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MLEULLL eames) New York Department: 
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Eastern Department, Hartford, Conn. 
Gilbert Kingan, Manager 

















REINSURANCE 


FIRE and CASUALTY 


ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE CO. 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


115 BROAD ST., HARTFORD, CONN. 
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| WE MAKE A 


DARING EXPERIMENT! 


Six of the PENN MUTUAL’S many nationally-known 
General Agents will be absent from their posts all of 


January:—J. Elliott Hall, New York; Frank H. Davis, 


Denver; John A. Stevenson, Philadelphia; Alexander E. 
Patterson, Chicago; E. R. Eckenrode, Harrisburg; Holgar 
J. Johnson, Pittsburgh. They are accompanying Presi- 
dent Wm. A. Law and Vice-President Hugh D. Hart to 
four conferences of our General Agents, called to discuss 


We wish to know whether or not a highly organized 
PENN MUTUAL agency can, not merely maintain, but 
healthily increase, paid-for production during a month’s 
absence of its chief. This is the first of four weekly 
reports to appear in this space. It gives the record for 
the first ten days of January, ending Friday, January 10, 
the comparison being with the same period of 1929:— 


| extensions of our manpower program for 1930. 


Gain Loss 
SS AREA eerrere 12% 
Ce eee ee 142% 
John A. Stevenson ............ 
Alexander E. Patterson........ 46 
BL Wes COED So beck secssee 331 
Holgar J. Johnson ....5.cccces 554 


The Second Report will appear next week. 
Bona fide figures—no window dressing! 
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live agents. 





A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 
“Three Great Hazards’ a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
the agent makes his call. 


PRICES 
50 Copies........ $2.50 500 Copies........ $18. 
20 COGS. 2 6.60.05: $4.50 1000 Copies........ $30. 
10,000 Copies........ $225. 


THE SPECTATOR COMPANY 








THREE GREAT HAZARDS 























The Oldest Life Insurance Company in 
the West. Desirable territory open for 
Has an enviable record for 
liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 
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Mortes S Record Year f 
SSS \ A Re ear for 

SSN SN ” 
Etke Oe *““Co-Operators 

VA N ARS Des Moines Life representatives broke all com- 


pany records in 1929—both for volume of business 
written and premium income. 

The policy of intelligent co-operation and under- 
standing service between home office. representa- 
tives, and policy holders forecasts new and even 
greater earnings for aggressive men holding Des 
Moines Life contracts during 1930 Why _ not 
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W. Palen Conway Made 


Prudential Director 
Four Other Directors Reelected 
at Annual Meeting of Board 
on January 13 


Newark, N. J., Jan. 13.—W. Palen 
Conway, vice-president of the Guaranty 
Trust Company of New York, was 
elected a director of the Prudential In- 
surance Company of America at the 
annual meeting of the Board, held in 
the Prudential’s home offices here to- 
day. 

Mr. Conway was born on Aug. 7, 
1881, and began his business career in 
1900, at the age of nineteen. He spent 
seven of the early years of his career 
in the brokerage business and on Feb- 
ruary 1, 1911, entered the Bond De- 
partment of the Guaranty Trust Com- 
pany. In 1913, he was elected assistant 
treasurer and in March, 1916, became 
treasurer of that company. After six 
months, or in September, 1916, he be- 
came vice-president and in 1924 was 
named a director of the Guaranty 
Trust. 

Mr. Conway succeeds to the place for- 
merly held on the Prudential Board by 
Frederic A. Boyle, vice-president, who 
recently retired. 

Four other directors were re-elected 
for four-year terms. They are Edward 
D. Duffield, president of the Pruden- 
tial; Alfred Hurrell, vice-president and 
general counsel; Albert C. Wall and 
Chester I. Barnard, president of the 
New Jersey Bell Telephone Company. 
These directors were designated by a 
meeting of Prudential policyholders, 
held at the Home Office on Dec. 2, last, 
at which time the policyholders’ trustee 
was instructed to vote for them at to- 
day’s session of the Board. 


Appointed Managers by Con- 
tinental American Life 

The Continental American Life In- 
surance Company of Wilmington, Del., 
announces the appointment of Homer 
G. Kingsley and J. Graham Shannahan 
as managers of its branch office at Bal- 
timore covering the State of Mary- 
land west of the Susquehanna River. 

Mr. Kingsley comes to the Conti- 
nental American from the Travelers in 
New York City, where he has served 
successfully as a field supervisor. Mr. 
Shannahan has been with the Con- 
tinental American since 1911, first as 
salesman and then in agency work in 
several capacities. 


Massachusetts Mutual Life 

New business paid for in 1929, $301,- 
800,000; 1928, $304,000,000; Insurance 
in force Dec. 31, 1929, $1,970,000; Dec. 
31 1928, $1,800,000,000. 
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New York Department 
Liberalizes Ruling 


Superintendent of Insurance Albert 
Conway notified all life insurance com- 
panies doing business in New York 
State under date of Jan. 10 that the 
ruling limiting advance announcement 
of dividends to policy holders to thirty 
days prior to the commencement of the 
dividend year would in future be ex- 
tended to within two months of the time 
when the first dividend is payable. 


The Superintendent declared in the 
announcement that the old thirty day 
ruling was never intended to apply to 
the mailing of premium notices. 


Western & Southern Life 
New Disability Rates 


New disability rates effective Jan. 1, 
1930, providing for waiver of premiums 
only or for waiver of premiums and 
$10 monthly income for each $1,000 of 
insurance are announced by _ the 
Western & Southern Life, Cincinnati, 
Ohio. 

The total and permanent disability 
benefits with waiver of premium and 
monthly income will be granted for new 
policies as follows: 

(1) Only on male risks between the 
ages of 20 and 50 years at nearest 
birthday. 

(2) Only on policies of $1,000 or 
more. 

(3) Only on policies written on reg- 
ular rates. 

(4) Only on risks accepted on plan 
applied for. 

This disability benefit provision will 
be granted on old policies if a new 
policy is issued on the same life with 
disability benefit provided the old policy 
conforms to the foregoing rules. The 
old policy will be made effective for 
disability only on an anniversary date 
of a policy. 

The total and permanent disability 
benefit ceases automatically at age 60. 

An illustration of the rates at age 
35 is as follows: 


sa 
rea bef 3: 
olicy at 5 ao 
sft Ba Base 
Commercial Whole Life 
—— SOOO oscar 6.bie see $2.90 $19.06 
Endowment at age 85.... .63 3.85 
Ten Payment Life ...... 43 6.50 
Fifteen Payment Life.... .42 4.86 
Twenty Payment Life.... .45 4.11 
Thirty Payment Life..... 55 3.77 
Ten Year Endowment.... .86 3.12 
Fifteen Year Endowment. .73 3.27 
Twenty Year Endowment. .67 3.53 
Twenty-Five Year 
Endowment ........... 65 3.87 
Thirty Year Endowment.. .66 3.88 
Twenty Payment—30 
Year Endowment ...... 53 3.75 
Endowment at age 60.... .65 3.87 
Endowment at age 65.... .66 3.88 
20 Payment Endowment 
QE -OG6308 cee vivecccces 59 3.81 
20 Payment Endowment 
SG Aimee Gis. cisions ccews 538 3.75 
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Doctor Mary’s Love Story 
Now Available 





This Leaflet Contains a Moving 
Account of What an Educa- 
tional Endowment Means 


HE is now a successful surgeon at 

one of the orthopedic hospitals in 
a great eastern city but she has lived 
a love story—“‘Doctor Mary’s Love 
Stery”—and The Spectator Company 
has published it in leaflet form because 
it presents such a strong case for the 
educational life insurance policy. 

The love element in this absorbing 
story is furnished by Doctor Mary’s 
father, whose great affection for his 
daughter was tempered with wisdom 
and foresight. He loved her, to invert 
the well-known phrase, not only well 
but wisely. He was a professor in a 
small college and his salary was not 
large. Knowing well the advantages 
and benefits of a college education, it 
was his main ambition in life to see 
that his daughter Mary obtained them. 

He solved his problem by taking out 
a college policy in favor of Mary which 
matured at her college age. The policy 
was for $3,000, adequate to her needs, 
and the payments were easy to make. 
When that greatest of unforeseen 
tragedies occurred, the World War, 
Mary’s father enlisted with one of the 
first Canadian contingents. The sor- 
row of his death—he was killed in ac- 
tion—was lightened by the knowledge 
that he had done his duty as a father 
as well as a patriot and that he had 
not died in vain for either his country 
or his family. Mary went to college on 
the proceeds of the policy and still pos- 
sessed enough funds, at the conclusion 
of her course, to enter medical school. 
She later enjoyed a brilliant career in 
the practice of medicine and surgery. 

Such, in bare outline, is “Doctor 
Mary’s Love Story.” It is told in the 
leaflet by Mary herself, simply, beauti- 
fully and convincingly. It is really a 
fine story that any person would be 
glad to read for the interest of the 
story itself, and the lesson is one the 
reader will not easily forget. 

“Doctor Mary’s Love Story,” placed 
in the hands of any father, will win a 
real response. It can be very profitably 
employed by mailing it to clients al- 
ready on the books for ordinary life 
insurance, because the chances are that 
most of them have never been solicited 
for educational policies. The leaflet is 
effectively illustrated and allows space 
for the imprint of the purchaser’s 
name. It is published by The Spectator 
Company at the following scale of 
prices: 50 copies for $2.75; 100 copies 
for $5; 500 copies for $20; 1000 copies 
for $35; 5000 copies for $140 and 10,000 
copies for $265. 


Life Insurance 
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eA Staff (‘ampaign That Produced 
Over [ts Sales Quota 


Superintendent, 


'\ K HEN staff number three was or- 
ganized, all the men with one 
exception were absolutely new 
in the business. None had ever had 
any insurance experience and scarcely 
knew the difference between industrial, 
Ordinary or Casualty, but as I now see 
it, this is an advantage rather than a 
disadvantage. 

The other two staffs in the office had 
a two weeks advantage over us so far 
as the writing of new business was 
concerned for the quarter in which our 
campaign began. 

As was naturally expected, when the 
curtain fell upon the new quarter, they 
were in the lead because we had had 
no issue. And the experiences through 
which we have gone has greatly im- 
pressed upon us the value and necessity 
of having a definite goal for 
which we must strive. It 
has also impressed us with 
the value and necessity of 
having little staff meetings, 
separate and apart from 
the regular office meetings 
because it has enabled us to 
make our interests and ef- 
forts all toward the goal 
for which we were striving 
all the more effective. 

When we were first or- 
ganized, a _ staff meeting 
was called, and I spoke to 
them confidentially and as 
persuasively as I knew how 
about as follows: “Gentle- 
men, staff number three is 
now an integral part of this 
organization, and it is my 
desire and ambition to make 
it the best staff in this Dis- 
trict and eventually the best 
with the entire Company. 
But to do this, I am con- 
scious of the fact that we 
must have a definite goal. 


Life Educational 


By WILLIAM C. Morton 


National Life and Accident Insurance Company 


We must know just what we want to 
accomplish. No man ever arrives at 
a given destination unless he knows 
just where he is headed. 

It is true that we may not reach what 
we set out to accomplish, but we will 
be much better men by having tried. 
And it is a certainty that we will ac- 
complish more with a purpose than we 
will without one. So, the thing we 
want to do is to determine upon a 
definite goal, and then bend every pos- 
sible energy we have to reach it, and 
you may rest assured that we will all 
have to pull together, and let me assure 
you in the beginning that I will work 
with all of you day and night to accom- 
plish it. Just name us a goal in each 
department, and then we will devise 
means whereby it may be attained.” 





The Planned Interview Is the Shield Which Protects the “Knight 


of the Application” Against Reverses. 





At this point the meeting was thrown 
open for suggestions as to a reasonable 
goal in each department. They were 
unanimous in agreeing that a good goal 
to shoot at would be fifteen dollars in- 
dustrial increase per man, four dollars 
and fifty cents Casualty, and seven 
thousand five hundred dollars Ordinary 
business placed. And, happy to say, 
this is almost the goal I had in mind, 
but the thing I was striving for was 
for them to personally express just 
what they would like to accomplish, 
themselves, and with this as a basis, 
and with them taking the responsibility, 
we could not fail. 

In concluding the meeting, I said in 
part: “Gentlemen, I thank you for this 
wonderful response and for the sug- 
gestions that have been advanced and 
adopted. Let us now bear 
always in mind: Fifteen dol- 


lars Industrial increase, 
four dollars fifty cents Cas- 
ualty increase (monthly 


premium health and acci- 
dent) and seven thousand 
five hundred Ordinary. 
Keep these figures upper- 
most in your mind, and 
every time you write a 
piece of business in either 
department, credit it toward 
your allotment, and the first 
thing you know we will 
have it. It will take the 
united action of every mem- 
ber of the staff to attain 
this goal, and in doing so, 
it will assure us of leader- 
ship of the district, because 
no other staff will make 
such an _ accomplishment, 
and it will make of each of 
you a name for yourself 
that will indeed be worth 
while. Attaining the goal 
we have set for ourselves 


THE SPECTATOR 
January 16, 1930 








“Se Be om OF OD 


— — |S ww 














& 
% 
* 


will be an accomplishment of which 
we may well be proud, and will give 
us such a start that when the new year 
rolls around, we will be in the cham- 
pionship class. But of this I am cer- 
tain: WE CAN AND WE WILL.” 


Getting the Industrial Allotment 


The next thing we had in mind was 
to get first the industrial allotment. 
Knowing no better way than house to 
house canvass, or better still, the cold 
canvass method, each man was in- 
structed to begin at one border of his 
debit, and take every house, not miss- 
ing a single one. Before doing this, we 
wanted to make this as attractive as 
possible, first to the agent, and second 
to the prospects upon whom we called, 
we devised the following method of se- 
curing information. Taking a common 
ordinary sized note book, we had 
stamps made for each agent, with the 
following wording: 


a 
Children.... Boys’ ages.... Girls’ ages.... 
Insurance carried....... Companies....... 
Amount on husband........ n wife 
Occupation...... Comes home...... o’clock 
Fo en 5 Kc eices ee Seonvnteerrenee 


We could stamp about four of these 
to each page, and this was done on six 
or seven pages for each day’s work. 
So, when we rang a door bell, we knew 
that we had a definite assignment, and 
that we were not to leave there until 
a certain task had been accomplished. 
And with this in view, we found it 
intensely interesting. 

This is about the usual method we 
had of getting an interview. We can- 
vass with either needles or calendars, 
and when we rang a door bell, we 
would start off something like this: 
“Good morning, Mrs. Jones, this is the 
Shield Man from station WSM at Nash- 
ville. I am sure you have heard our 
station, have you not?” “Yes, I was 
just listening in last night,” a good 
many of them would say, to which we 
would quickly reply: “That’s fine, we 
are just giving away these needles 
and calendars with the compliments 
of the Shield Station, WSM, and just 
wanted to secure a little information, 
please. 

Let’s see, this is Number 214 West 
Tenth Street, isn’t it? And the name, 
please? (This is nearly always given.) 
And how many children, Mrs. Jones. I 
see, two boys and one girl. And the 
ages, are, 14 months, 3 years, and six 
years. Thank you, Mrs. Jones. And 
with whom do you now carry insurance 
on the children? I see. Thank you. 
And how much did you say Mr. Jones 
carried? I see. Thank you. And how 
much was it you said you had on your- 
self? I see. Thank you. You said 
your husband’s occupation was what? 
Mrs. Jones. Yes, thank you. He will 
be home at six o’clock. I thank you. 


oeeeees 
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Establish a Goal 


“Now, Mrs. Jones, I feel sure that 
Mr. Jones usually leaves the children’s 
insurance to you, does he not? Well, I’ll 
tell you what let’s do: SUPPOSE that 
you apply for one of our forty cent 
twenty pay life contracts on each of 
the children, and we will deliver it to 
you in about two weeks. This is agree- 
able, is it not?” If she says “Yes,” 
naturally, we lose no time in starting 
to write the application, and if she hes- 
itates, and suggests that we talk it over 
with her husband, all well and good; 
we will make an engagement for that 
night, and go back and write them by 
SELLING him, the result being some 
real good permanent increase. 


If we go to talk industrial insurance, 
it gets our attention first of all. The in- 
dustrial is first written, and then, we 
have learned to say as emphatically and 
enthusiastically as we know how some- 
thing like this: “Now, suppose, we in- 
crease your own insurance to this 
amount ... ?” If he has seven thou- 
sand, we suggest that he either make 
it ten or fifteen thousand, according to 
circumstances. 





—And Then Get Out and Go Places 


19 


¢ 


We close with this idea in mind: We 
have found that this idea works well 
with us: “SUPPOSE we fill out this 
application and bring the policy to you 
in a couple of weeks” puts the prospect 
in this attitude: “Well, perhaps, I had 


better take it. It is not such a bad 
proposition after all. I see no reason 
why I should not take it. It is a good 
thing. Then, why should I not take 
it?” In other words, when we say 
“Suppose,” it merely suggests to him 
the advisability of accepting the 
proposition because it looks good. 

In other words, it puts him in a posi- 
tive state of mind, and therefore makes 
the sale that much easier to make. But 
the next article will give some more 
“Hows,” and are designed to show how 
it may really be done as it should be 
done. 





Income. 


Guaranty Company 
Assets over $250,000.00 
Claims Paid over $1,455,000.00 


Personal income coverage Exclusively 


Line includes “Progressive Dividend,” 
the most attractive yet, and snappiest 


non-cancellable policies on the market. 


A few splendid opportunities 


await District Managers in 
Michigan, Indiana, Illinois, Mis- 
souri, Pennsylvania and Cali- 
fornia territory. 


John G. Malmberg 
President 
Income Building 


South Bend, Ind. 














However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 










Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 








More Than a Billion and Three-Quarters 
of Insurance in Force 
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Are Life Insurance Trusts 
TaxableP 


(Concluded from page 3) 
regulating non-taxability of life in- 
surance policy proceeds is altered by 
the fact that in life insurance trusts, 
the designated payee receives the said 
proceeds in the capacity of a trustee 
and not in its own right. 

In New Jersey (Fagan vs. Bugbee, 
143 Atlantic Reporter 107), the law 
seems to be well settled that according 
to the New Jersey Statute the proceeds 
of insurance received by a trustee, for 
the purposes mentioned in a life in- 
surance trust, are taxable. In New 
York (in the Matter of Voorhees, 200 
Appellate Division 259) it has been 
held that, under the applicable statute 
in that State, there is no transfer tax 
due where the decedent during his life- 
time assigned the insurance policy on 
his life to a trustee to provide a trust 
fund for the benefit of his family after 
death, accompanied by a trust deed con- 
taining the right of revocation and 
where the proceeds of the policy are 
paid to the trustee on the death of the 
insured. 

In 1922, the tax law in New York 
State was amended, section 220 at the 
present time reading as follows: “A 
tax shall be and is hereby imposed upon 
the transfer of any property, real or 
personal, or of any interest therein or 
income therefrom in trust or otherwise, 
to persons or corporations in the follow- 
ing cases, subject to the exemptions 
and limitations hereinafter prescribed: 

1. When the transfer is by will or 
by the intestate laws of this State 
from any person dying seized or 
posesssed thereof while a resident of 
the State. 

2. When the transfer is made by 
deed, grant, bargain, sale or gift made 
in contemplation of the death of the 
grantor, vendor, or donor or intended 
to take effect in possession or enjoy- 
ment at or after such death, or where 
any change in the use or enjoyment 
of property included in such transfer, 
or the income thereof, may occur in 
the lifetime of the grantor, vendor or 
donor by reason of any power reserved 
to or conferred upon the grantor or 
persons to alter, or to amend, or to re- 
voke any transfer, or any portion there- 
of, as to the portion remaining at the 
time of the death of the grantor, 
vendor or donor, thus subject to alter- 
ation, amendment or revocation.” 

Prior to 1922 the applicable tax law 
read as follows: “A tax shall be paid 
and is hereby imposed upon the trans- 
fer of any tangible property within the 
State and of intangible property, or 
of any interest therein or income there- 
from, in trust or otherwise, to persons 
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or corporations in the following cases, 
subject to the exemptions and limita- 
tions hereafter prescribed. 3. When 
the transfer is by will or by the in- 
testate laws of this State of any in- 
tangible property, or of tangible prop- 
erty within the State, from any per- 
sons dying seized or possessed thereof 
while a resident of this State. 4. When 
the transfer is of intangible property, 
or of tangible property within the 
State, made by a resident by deed, 
grant, bargain, sale or gift made in 
contemplation of the death of the 
grantor, vendor or donor, or intended 
to take effect in possession or enjoy- 
ment at or after such death.” 

While prior to 1922, the statute was 
construed as not imposing a tax on 
the proceeds of a life insurance trust, 
it was contended recently that the 
amendments made in the New York 
Statute were such as to make the life 
insurance trust proceeds subject to 
transfer tax. Surrogate Wingate of 
Kings County, New York, in the Matter 
of Adolph Haedrich (New York Law 
Journal Sept. 14, 1929) has recently 
held that the new tax law has not 
altered the old statute as far as trans- 
fer tax on life insurance trusts is con- 
cerned, and that the proceeds of life 
policies given over to trustee, subject 
to the provisions of the trust in- 
strument, are not subject to taxation. 


Discussion of Law 


In discussing the tax law as it stood 
prior to 1922 and as it stands today, 
Surrogate Wingate in his decision 
stated: 


A comparison of these two enact- 
ments demonstrates that the only 
changes made in the wording are, first, 
that in the preliminary clause the items 
of property upon which the tax is im- 
posed are changed from tangible and 
intangible property, as it stood in the 
former statute, to real and personal 
property, as it is today; and, secondly, 
by the addition of certain clauses re- 
lating to change of use and enjoyment 
by reason of a reserved power in the 
grantor. 

Except as to those two points the 
decision of the Appellate Division is 
unquestionably binding upon this court 
and would result in a determination ad- 
verse to the contention of the appellant. 
We will therefore consider the effect 
to be given to the alterations in word- 
ing noted. No sound distinction can be 
drawn between the phrases “tangible 
and intangible property” and “real and 
personal property.” If anything, the 
latter phrase, as limited by the defini- 
tion of personal property contained in 
section 2, subsection 8, of the statute, 
is less certain of inclusion of life in- 
surance policies than was the former. 
The only item of the limiting enumera- 
tion of this definition which might in- 
clude them is “things in action,” and 
it may well be questioned as a matter 
of first impression as to whether the 
peculiar rights created by a policy of 





life insurance during the life of the in- 
sured are in any proper sense choses 
in action, which term is commonly used 
in contradiction to a chose or thing in 
possession, and is employed when the 
title to the money or property is in one 
person and the right to possession is 
in another*** 

***As noted, the first change in the 
phraseology of the statute is not such 
as to vary the result reached in Matter 
of Voorhees (supra) and there remains 
for consideration the effect of the addi- 
tion to the subpiragraph which was 
numbered “4” in the law existing at 
the time of that decision. This addi- 
tion was by the phrase “or where any 
change in the use or enjoyment of 
property included in such transfer, or 
the income thereof, may occur in the 
lifetime of the grantor” by reason of 
any reserved power, &c., “to alter *** 
any transfer *** as to the portion re- 
maining at the time of the death of 
the grantor***.”’ This phraseology could 
only be a strained and unnatural con- 
struction be made applicable to life 
insurance policies payable after the 
death of the grantor. Tne reference 
to the “portion remaining at the time 
of the death of the grantor” indicates 
that it is intended to apply only to cases 
in which a portion of the trust res is 
employed during the life of the grantor, 
i.e., where a trust consists of two di- 
visible parts, that employed or con- 
sumed during his life, and that which 
will be employed or consumed after his 
death. 

***Under such a trust arrangement 
the trust beneficiaries are as truly the 
equitable owners of the proceeds as if 
they had been named as beneficiaries 
therein. The trustee has a mere legal 
title, and in equity the substance rather 
than the form of the transaction is of 
transcendent importance. Any ex- 
tension such as is here contended for 
by the appellant would of necessity 
have to be reached by implication from 
the altered terms of the statute. No 
such implication arises from the words 
used as; in fact, the presumption is the 
reverse, both for the reasons stated and 
because the Legislature when it desired 
to impose a tax upon the proceeds of 
life insurance policies in section 249-B 
(g) of the Tax Law (Laws of 1925) 
chap. 320, as amended by Laws of 1926, 
(chap. 365) used unmistakably lang- 
uage to evince such intention. 


Stephen M. Babbit 


President 


HUTCHINSON 
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It Took a Tragedy to Emphasize Life Insurance 
As a Great Service to Humanity 


By WILLIAM J. CowLs 





HIS is sta- 
tion J A Z. 
You will 
now hear a 
short talk 
on the stock market situa—” 
Before the announcer had Lal 
finished the sentence Harry | % 
Smith turned the dial for- be 
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ward impatiently, filling the — 


room with a conglomeration of sounds 
and turning it into a veritable bedlam. 
Then, slowly he turned it again, tuning 
in the strains of an orchestra playing 
in some distant city. 

Stocks be—! He had heard enough 
about stocks in the past month to last 
a lifetime, he reflected, sinking into the 
comfortable upholstered chair. Smith 
lit his pipe, crossed his legs and 
watched the briskly burning fire on the 
hearth. Stocks! Crash on the market! 
Margins! Wiped out! Hard hit! Seemed 
to be the only subject people knew how 
to discuss. Just gave them another ob- 
jection to thrust before you at the 
suggestion of life insurance. No money! 
Times are bad! It’s just one thing after 
another in this insurance game. Ex- 
penditures very heavy! See me later! 


Rather Discouraged 


Smith blew a ring of smoke into the 
air, and fastened his eyes upon it. This 
was his first year in the insurance busi- 
ness and it would be the 


tended the same public school and the 
same college. Then Gerry’s uncle 
had died and left him enough money to 
pay his way through college. Now 
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Gerry was making good as a lawyer, 
building up a reputation and getting 
somewhere in the community. He had 





An 


tas 


sold his one big policy to 
Gerry—an Ordinary Life 
for $25,000 with Disability 
and Double Indemnity. If he 
could manage to get a few 
like that every year it 
would be worth while, but 
, no such luck. 
i “The correct time will 

now be given through the 
courtesy of the—” 

“Eleven bells, guess I’ll hit the hay.” 

He turned off the radio and retired 
for the night, still wondering what he 
could try next. 


Looking Around 


The following days were busy ones 
for Harry Smith. Having made up his 
mind that insurance was the wrong 
game for him; that it required too 
much effort for the monetary returns 
and that it would take him too long 
to build up a good income, he bent his 
energies toward securing a foothold in 
another line. He was a salesman, there 
was no doubt of that. He was never 
lost for a word. Old Jerkins, the hard- 
ware man, who scarcely ever said any- 
thing good about anybody, had once re- 
marked that Smith was the greatest 
salesman who had ever stood behind his 
counter. Well, of course, with hard- 
ware it was different. People wanted 

the things you had to sell, 





last. He would quit at the 
end of the month and try 
something else. Something 
at which he could make 
more money and be sure of 
a steady income. This dilly- 
dallying around, trying to 
make people buy something 
they needed but didn’t want 
was all the bunk. Some 
chaps have all the luck, he 
reflected. There was Gerry 
Fraser, who had grown up 
with him. They had at- 








knew they wanted them and 
came after them; but with 
insurance, well, it’s a dif- 
ferent story. Tear down a 
few walls of objection and 
there MAY be something on 
the other side for you! 

In less than a week he 
had found another job sell- 
ing electric stoves and re- 
frigerators in a large de- 
partment store. The salary 
was good and he was to re- 
ceive a commission on every 
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article he sold. Now he could rest 
easy! People didn’t come to see stoves 
and refrigerators unless they wanted 
them, and trust him to do the rest! On 
Monday morning he paid a visit to the 
office manager, arranged to start work 
on the first day of the following month 
and returned to his desk at the branch 
office of the insurance company in a 
happier state of mind than he had been 
for weeks. There was no need of rush- 
ing around now. He could take things 
easy. Br-r-r-r-r-r-r-r-r. 

The shrill ring of the telephone. It 
was for Smith. 

“Hello!” 

“VYes,”’ 

“No.” 

“What! KILLED! GERRY FRASER 
KILLED! WHEN?” 

“How’d it happen?” 


A Sudden Call 


He listened to the excited voice of 
his wife as she related the details of 
the tragedy, then slowly hung up the 
receiver. He was stunned! Gerry 
Fraser dead! So suddenly had the 
message come, he could scarcely realize 
what it meant. Gerry dead!! They had 
grown up together; played ball to- 
gether; gone to school together, and 
now, without warning, Gerry had been 
killed. There flashed into his mind 
fragments of the conversation which 
had passed between them when he had 
solicited the insurance from Gerry. 

“You never know what’s just around 
the corner, Gerry.” 

“Oh, they’ve taught you the same old 
line, Harry, but it’s pretty good stuff 
all the same. More truth than poetry 
in that tale.” 

Harry stared at the calendar on the 
wall but saw nothing. Gerry was dead! 
His only big policy had become a claim! 

The days passed by. One stormy 
afternoon Smith strode up the main 
street, turned up his coat collar as a 
protection against the biting wind and 
turned into a side street leading to the 
residential section of the city. His 
destination was the home of a widow. 
In his pocket he carried a cheque for 
$50,000—the proceeds of the $25,000 
policy which he had sold to Gerry less 
than five months before. The Double 
Indemnity clause attached to the policy 
had been the means of doubling the 
amount of the claim. 


Just Supposing 

Many thoughts crossed his mind as 
he turned into the path which led to 
the Fraser home. Strange how much 
a fellow can think in a short space of 
time! Suppose this had been his wife! 
What would she have done? Gerry’s 
home was mortgaged, how would his 
wife have been able to look after the 

(Concluded on page 24) 
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A Convincing Sales 
Argument Which Can 
Be Effectively Used 
by the Life Under- 


writer. 




















Copyright 1929 = 
By Marvin C. Mobeley ““~- 


Have you heard of the 
Georgia HOMESTEAD? 


Insured for a hundred years 
..»-1T STILL STANDS! 


Insured for a Century! 


. .. Eloquent witness to Man’s dread of fire... 
. . . Striking tribute to his respect for his 


property... 


And Yet! 


While the “insured homestead” 
was making its record of un- 
scorched splendor .. . ten valuable 


owners died beneath its roof... 
and they were NOT INSURED! 
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odern Trends Ln Lnsurance 


By MERrvIN Davis 


Assistant Actuary, 


The Equitable Life Assurance Society of the United States 
An Address Delivered Before the Dayton Personnel Association, Dayton, Ohio 


WONDER why it is that a Per- 

sonnel Association is sufficiently 

interested in a topic apparently so 

little related to industrial manage- 

ment to be willing to spend time 
on its consideration. It seems to me 
that had, say twenty years ago, the 
suggestion been made that a body of 
Personnel Officers devote the part of 
any meeting to a discussion of insur- 
ance, such a suggestion would have 
been received with derision as covering 
a question wholly outside of their in- 
terests and having no bearing what- 
ever on the numerous problems press- 
ing on them for attention. 


Broader Interests 


During these twenty years, however, 
there has been a growing realization 
on the part of employers of the fact 
that their interests in, their duty to 
their employees are not limited to the 
job, to the hiring of men and women 
for fair wages and the providing of 
satisfactory working conditions, and 
that despite the cry of false paternal- 
ism on the part of reactionaries the 
interests, all of the interests of the 
employees are interests of the em- 
ployer. There has been a growing con- 
viction that the employer who appre- 
ciates these facts and governs his 
policies accordingly will not only ex- 
perience the satisfaction which comes 
to him who helps his fellow men but 
will also receive that loyal support and 
cooperation from his employees, which 
will never be accorded to the man who 
denies that he is his brother’s keeper. 

Now, the most serious menace to the 
greatest interest the employee has, his 
home, is the temporary loss of income 
through prolonged disability or its 
permanent cessation through prema- 
ture death. It is natural, therefore, 
that you, the Personnel Officers directly 
responsible for employment relations, 
should be vitally interested in knowing 
not only how insurance has been and is 
being used to meet these problems but 
also to what extent insurance will be 
so used in the years to come and what 
further developments may be expected. 
In other words, what is the present- 
day trend of insurance? It is natural 
also to wonder whether the phenomenal 
growth during recent years of the 
great institution of insurance, particu- 
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larly the division of life insurance, has 
been a healthy one, and whether it may 
be expected to continue. 

A review of the history of insurance, 
particularly that of recent years, shows 
that’its phenomenal growth has been 
a logical one due to certain clearly de- 
finable causes, and that we should be 
able to form a fairly reliable estimate 
as tg whether these causes are still 
operating and to what extent. And in 
doing this we shall be acting on the 
principle which forms the basis of the 
entive theory and practice of insur- 
ance—that the experience of the past, 
particularly of the more recent past, 
furnishes us with a reliable guide for 
the future. 

Let us, therefore, examine briefly the 
present status of insurance in the 
United States and its recent history, 
limiting ourselves, in order to obtain 
as clear a picture as possible, to the 
field of life insurance. 

Most of you, I imagine, noticed the 
wide publicity given last August to the 
statement emanating from the Asso- 
ciation of Life Insurance Presidents, 
to the effect that the amount of life 
insurance in force had passed the hun- 
dred billion dollar mark on July 26. 
This enormous amount of insurance is 
furnished by some thirty million ordi- 
nary policies, eighty-six million indus- 
trial policies, and six million group 
insurance certificates. These policies 
were issued by some four hundred and 
ten insurance companies, while to 
maintain the reserve and other liabili- 
ties under this insurance these com- 
panies hold over sixteen billion dollars 
in assets. During the year 1928 about 
one and three-quarter billions was paid 
to policyholders or the beneficiaries of 
deceased policyholders. 


Impressive Totals 


The size of these figures is almost 
bewildering and can only be appreci- 
ated by making comparisons with the 
population and wealth of the country 
as a whole. I do not wish to burden 
you with statistics and, so, will only 
point out briefly that the amount of in- 
surance now in force is equal to almost 
one-third of the entire wealth of the 
United States, and that it is sufficient 
to furnish about eight hundred dollars 
to every man, woman and child of our 


population, while the combined assets 
of the life insurance companies is al- 
most sufficient to pay off the United 
States’ national debt. 

It is evident, therefore, that insur- 
ance, and life insurance in particular, 
is a factor of dominant importance in 
the industrial and social life of our 
country, and that the United States is 
“insurance-minded” to a far greater 
extent than any other nation. Inci- 
dentally, it also appears that the popu- 
lar view of Americans as a nation of 
spendthrifts is in need of revision. 


Speedy Development 


It is a curious coincidence that the 
date, July 26, 1929, just mentioned 
was the seventieth anniversary of the 
founding of the Equitable Life Assur- 
ance Society of the United States, a 
point which, since the Equitable is one 
of the oldest life insurance companies, 
emphasizes the fact that this enormous 
development is one of recent growth. 
In fact, by far the greater part of this 
development has been during the past 
fifteen years, a fact which I will ask 
you to accept rather than burden you 
with further statistics. 

As already suggested, certain well 
defined causes are clearly indicated as 
being responsible or chiefly responsible 
for this stupendous growth, and while 
we cannot assign the proportion due to 
any of these causes, we can recognize 
that they are still operative, indeed 
with increased potency, and so can 
confidently look forward to a greater 
and healthier growth during the next 
decade than has been shown for the 
past twenty years. 


In point of time, the first factor is 
found in the government war risk in- 
surance plan, under which almost all 
men in service were insured for what 
must have appealed to the average mam 
as the unusually high amount of $10,- 
000. Imagine, for example, the effect 
on father, who had been cherishing a 
$2,000 policy for several years, when 
he found son Jim at camp casually 
taking $10,000. 


This one factor has unquestionably 
been responsible for making Americans 
both “insurance-minded” and apprecia- 
tive of the fact that an adequate 
amount should be carried. And along 
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with this increasing insurance-minded- 
ness of the breadwinner has gone an 
increasing appreciation of insurance 
benefits on the part of the family. No 
longer does the wife shudder at the 
idea of insurance as blood money. 
Rather, she demands it as a right to 
which she and particularly her chil- 
dren are entitled. 

Next came the effect of the influenza 
epidemics of 1918 and later, which, 
with their tremendous toll of the 
younger lives, brought home to the 
people of the United States that death 
is no respecter of persons or of age and 
emphasized the inherent strength and 
stability of the institution which could 
weather so severe a storm in spite of 
the losses of the recent war. 

These two factors were dramatic in 
their appeal and intensity and so added 
to the effectiveness of our third factor, 
the training of agents, which otherwise 
would have been slower in making itself 
felt. 


Trained Salesmen 


Few companies nowadays will turn 
an untried agent loose without at least 
offering him, and generally practically 
requiring him to undergo a course of 
training which will enable him to serve 
his clients efficiently. In the old days 
the agent sold his prospect the amount 
he could’ get him to take, generally 
a compromise between what the agent 
thought the prospect should have and 
what the latter thought he could af- 
ford, and only too often the insurance 
at maturity, being payable in a single 
sum, was dissipated in foolish ex- 
travagance or unwise investments. 

Nowadays, the trained agent shows 
his prospect the kind and amount of 
insurance he should have to meet his 
demonstrated insurance needs and ar- 
ranges for payments in ways which 
will meet the needs of the different 
beneficiaries. Naturally, this has made 
it easier to approach prospects and 
sell insurance and has increased the 
average amount sold. 

Additional factors are found in the in- 
creasing tendency to adopt a household 
budget and to save—Americans may 
be spendthrifts, but generally they are 
extravagant only with the surplus left 
after the household budget, including 
savings and insurance, has been taken 
care of—and again in the extension of 
the insurance field due to the entry of 
women into business, in the demands 
for insurance to cover inheritance 
taxes, bequests, and other purposes. 

The last but not least of these fac- 
tors has been the development of group 
insurance, the only system of life in- 
surance which has succeeded at all 
adequately in bringing the benefits of 
life insurance, at a cost comparable 
with that of regular insurance, to the 
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wage-earning classes, to that section of 
our population which is in most urgent 
need of these benefits. With this con- 
dition and with a broadened concept on 
the part of employers of their obliga- 
tions to their employees, it can be 
readily understood that group insur- 
ance, once established, has shown a 
much more rapid growth than any 
other form—Workmen’s Compensation 
being excepted, since this is generally 
required by law. 

The first group policy was written 
by the Equitable in the fall of 1911, 
while the first large group policy was 
also written by the Equitable in May, 
1912, covering the employees of the 
well-known mail-order house, Mont- 
gomery Ward & Co. The issue of 
this latter contract focused the at- 
tention of employers on the possibili- 
ties of this new form of insurance and 
the long-felt want which it was able 
to fill, with the result that the growth 
of the group insurance idea was rapid, 
so that by the end of 1919 the amount 
of group life insurance in force ex- 
ceeded one billion dollars. During the 
succeeding ten years group insurance 
kas grown by leaps and bounds, until 
at the present time some six million 
workers, in every line of industry and 
commerce, are insured for over eight 
billion dollars. 

While, then, group insurance has 
added substantially to the total volume 
of life insurance carried, it has had 
an even greater effect in making the 
wage earner “insurance-minded,” so 
that the field of regular insurance is 
being steadily extended to include this 
class. At the present time over forty 
per cent of wage earners insured under 
group policies carry no other insur- 
ance, but for the reason stated I ex- 
pect to see this proportion steadily de- 
crease in the future. Probably, how- 
ever, no great progress will be made 
along these lines until the group plan 
has been more generally extended to 
other forms, notably Accident and 
Health and Pensions. 

We see then that the United States 
has already become “insurance-minded” 
to an amazing degree and appreciative 
of the importance of carrying adequate 
amounts of insurance, and that the 
public is being served by an increas- 
ingly efficient body of trained agents. 
Under these conditions, we may fairly 
expect that the near future will see 
an even more rapid expansion of life 
insurance than the recent past, and 
that the second hundred billion dollars 
of insurance will be added before 1940. 
We may also expect that this added 
insurance will be written so as to more 
and more closely meet the insurance 
needs of the policyholder, and that pay- 
ment of the proceeds will be made in 
such a way as to more efficiently meet 








the needs of the beneficiaries. We may 
expect a steadily increasing proportion 
of insurance will provide for income 
settlements either to the beneficiaries 
or as an old-age income to the policy- 
holder, himself, in the event of his 
survival. 

This increased volume of insurance 
will be accompanied by an increased 
volume of the assets held to meet the 
liabilities created. The insurance com- 
panies will, therefore, continue to serve 
the public, and in a steadily increasing 
degree, in a dual capacity: first, by 
providing the insurance protection in- 
tended; second, by the accumulation of 
policyholders’ savings available for in- 
vestment in industry and agriculture. 








The Larger Viewpoint 
(Continued from page 22) 
unpaid installments if he had not been 
insured? He rang the bell. Mrs. 
Fraser was at home. With her were 
her two young children, a boy and a 
girl, and her sister. Not until Harry 
handed his friend’s widow the cheque 
and waited for the discharge to he 
signed did there come upon him a full 
realization of what the insurance money 
would mean to her. There had been 
only one other policy, for $2,000. Now 
they would be able to carry on inde- 
pendently of relatives or charity. She 
would not have to find employment and 
neglect her children. They would be 
properly educated. There would be no 
foreclosure of the mortgage. They 
could face the world secure in the 
knowledge that in the battle of life 
they would not be fighting on the losing 

side. 


A Vision Gained 


“Mr. Smith, you can’t realize just 
what this means to me. It is hard to 
have to face the future without Gerry, 
but I shudder to think of what it might 
have been if I had not been provided 
for financially. What a wonderful thing 
insurance is!” Harry closed the front 
door and went down the street with a 
firmer step. Insurance a wonderful 
thing! He had not thought of it that 
way, but now, in the light of the ex- 
perience he had just gone through, he 
saw things differently. He had enter- 
tained a wrong attitude. There was 
something more to this life insurance 
business than just earning commissions. 
He had overlooked the human factor. 
Insurance was not only a means of 
coining money, but an instrument for 
serving humanity. 

The next day he interviewed the de- 
partment store manager again. 

“What made you change your mind?” 

“T have had a vision of what life in- 
surance really means. I’m going into 
the game stronger than ever.” 


THE SPECTATOR 
January 16, 1930 








le may 
ortion 
ncome 
ciaries 
policy- 
of his 


irance 
reased 
et the 
> com- 
serve 
easing 
st, by 
on in- 
ion of 
or in- 
ilture., 





nt 


t been 
Mrs. 
‘were 
and a 
Harry 
*heque 
to he 
a full 
money 
| been 
Now 
inde- 
, She 
nt and 
ild be 
be no 
They 
n the 
f life 
losing 


> just 
ard to 
Gerry, 
might 
ovided 
thing 
front 
vith a 
derful 
t that 
le eX- 
rh, he 
enter- 
2 was 
irance 
sions. 
actor. 
ns of 
it for 


ne de- 


ind?” 
fe in- 
y into 


> 


‘ATOR 
1930 





EARLY REPORTS OF LIFE INSURANCE COMPANIES 


25 


The Following Figures from the Statements of Life Insurance Companies, covering the year 1929, have been compiled from returns 
made direct to THe SPECTATOR: 




























































































Surplus to 
Total i Total Par Insurance WritTeEn IN 1929 Parp Insurance IN Force Dac. 31, 1929 
Admitted olders, Total Disburse- 
‘ ts _|(Including | Income, ments, 
Company and Location Jan. 1, 1930|Cap. Stk.) 1929 1929 Total Ordinary | Industrial} Group Total 
$ $ 3 3 $ $ $ 3 3 
Columbus Mut., Columbus, O. .| 16,704,544] 1,559,026] 5,804,496] 3,535,797 23, 404, 389/127, 662, 984)..........)......000- 127, 662,984 
Alamo Life Ins. Co., San An- 

IDE TEs iin concn canes cs 495,912} 133,544 386, 271 270, 697 4,823, 662 3° oon SOP 11,549, 252 
American Bankers, Chicago, Ill.| 5,300,933} 393,975] 2,575,578] 2,095,561 20, 563, 000 38,013, 000 
American Reserve ‘Omaha, Neb.| "463, 668] 156,854) '420,867| 266, 457 , 004, 13, 1 
Amicable, Waco, Tex Baron: cere os 8, 181, = ¥; 640, 000} 2,089,602} 1,564,067 11,423,970 
Bankers, Des Moines, Iowa 133, , 000,000} 25,500, 000 142, 000, 000/92 
Cedar ms Ced. Rapids, Ia 3, 860, 665 15, 871 879, 059 596, 890 3,365, 083 
Citizens, New Orleans, La..... 152,841] 37, 468 127, 189 104, 028 1,527,736 
Cont. Am., n, Del... . 12, 280, 193 1,779,035 3,005, 1,860, 556 15,866,960] 92,448 
Equitable, Des Moines, Ia... .. 108,037,055} 5,663,266) 26,834,041) 16,488,030 87,708, 157/617, 

Do ES ae SH EOL TS Ry ey 1, 106, 412,418 
Guar. ties, Topeka, Kan. 262, 657 154,334 234,746 170,302 1,053, 247 
Jeff 3 IO MMER Ec 4 hens rmcu Wien wea naMBat do <a malls 0% sinw doteas 62, 965, 200 
Montana, Helena, Mont....... 10, 409, 603] 1,337,236} 2,606,085) 1,597,591 10,821,180} 55, 198, 
Nat'l Union, Spokane, Wash... 180,203} 169,364 38, 31,759 i, ae a ee 1,091,285 
New Eng. Mut., Boston, _. iach i's ace e siete miele eae Remarae aaa nes caree ee 147,858, 997 arate pau adéncuiwchiawedeadan 1,202, 101,059 
North American 10,792,000} 2,080,000} 3,651,000} 2,086,500 ,588, 000/189, 770,900) ..........].......20- 189,770,900 
Northwestern Mutual, Mil 

My oe cacter at Rsiga'cse< nog ME Bac oo Danse acausae Wetiwne Con acec er eyackdestiiaumancdsneses ieee SURG s a a svocBnoscdssasdeiausdaanes 3,913, 243, 002 
Northwestern Nat'l, Minne- 

- ee SS SRP Re er coer rere RPA e ne) CNet ne AGE Geen LURE peenter oe Of. 1 ee 325,514,050 
Ohio ational, Cincinnati, 0. 12, 233,111) 1,899,051) _ 3,925,898} 1,943,602) 13,452, 809 | ae 13, 453,474] 76,014, 083 76,090, 175 
ee Re Ro 650s cri nalic oc nsec ad eibieenix nae usbeeuoss casa bnaxeetdioan di nsdcnnecdlakvuccsecss 32,319, 911]........... 182, 006,873 
Penn Mutual, ’Philadel ERG CRISES SRO: Ap Saath: SAM! > RARE 906; 677,,GBAT.. oc ccevs , 001,558, 
Provident Mutual, Phi , Pa. -|233, 694, 000) 17,888,000} 45,963,000) 32,522,000)121,397,000)..........)........... 121,397, 000/976, 301, 000 976,301,000 
Puritan, Providence, | Re paNelettip Mabeaais Gipreencs? Dapveenacite eh | eee 1,039, 650 2,504,617} 8,961,920 10,079,570 

EM ais 5.6 Nese x erniai cca tec dain suck et cewenatahies od ane cudise sseetarseptaatasake Aeuductecard 16,034, 901]........... 146, 507, 221 
Seaboard, Houston, Texas... 551,898} 275,979 264,348 2 PE SEP y a Se ie DE ae ckcccasbacescccncdhcdauancsaekeanaunasees 
Shenandoah, UN Wes oc cB as ous ce CRP asone ale Calne oc ucicavalchesinccanuye 2 A eae 13,651,650) 25,305,226) 61,889, 257 86, 187,707 
Southeastern, aoe, Yo, (2 2] SER Er sccm eR Ore Searenmmen | SK ees] SNe! Pines pees ey. |, a Ses Eas He 
Southwestern, See 33, 153,724) 4,691,802} 8,979,512) 6,381,126) 48,065,839).......... 12,043,042} 60, 108,881/241, 268, 053 271,668,704 
State Life, a IEEE REPRO ES! SERUM "RS ROT Nae SRE SRR r ren | ema 48,318,178) ........... , 855, 
State Mutual, Worcester, Mass.| 135,879,347] 9,268,695] 27, pn op Ue. jes 5. ee eae 74, 267, 960/629, 796, 248 629, 796, 248 
Gulf State Mutual, Dallas, Tex. 645,228] 354,506 6,911 oe, Wek li, ERO Cone 12,063,279] 20,313,599 20,313,599 
State Reserve, Ft. Worth, Tex. 446,923 155, 245 214, 011 BIG, GER) 25GB SEE) oc ccccccshicccscvccse 2,485,334) 8,210,281 8,210, 281 
OMNGge ree, SIEM, CULT L8, OOO oo v2.0 > facesksnvqgscfeccccesvecdieavesesassspenciscocedtsevactecess | ee $§18, 000, 000 
COnr nr ee thy CMMI MER a es cc JeacrubeciuetescciracccsaetealnGssesicncalewsdacdteevabednsnicessbhanaacexwnd 33,448, 000)........... 129, 239, 000 

*Not yet available. §Not written since 1914. §§Estimated. TRevived tNet Assets (Estimated). 





Million-AEt Club Is Formed 





Big Producers of Aetna Life 
Form Unique Organization 
in New York City 


Considerable curiosity and interest 
have been aroused among life insurance 
people over the formation of a new 
club by 15 persons. The formation of 
this unique club marks an epoch in the 
annals of the Atna Life Insurance 
Company in ‘New York City. The in- 
auguration of the club is the outcome 
of an idea of C. P. Rogge, leading life 
insurance producer of America. In the 
year just past, Mr. Rogge wrote and 
paid for over $16,000,000 of new busi- 
ness—$4,400,000 of which was paid for 
in the past month of December. In his 
spare time, Mr. Rogge acts as big 
brother to the younger agents and 
trains them in his unusual sales pro- 
cesses, all based on simplicity and eye- 
appeal. Mr. Rogge’s slogan is, “Get in, 
get through, and get out.” 

The newest of the younger agents 
is G. Lansing Farrington. He joined 
the Keffer Agency in April, 1929, and 
with no knowledge whatever of life in- 
surance, has paid for $1,330,000 in 9 
months’ time by simply following this 
revolutionary system. 


THe SPECTATOR 
January 16, 1930 


The new club was formed at Mr. 
Rogge’s apartment, 480 Park Avenue, 
Friday evening, January 10th. Each 
of the members was selected on the 
basis of his paid-for production last 
year. Each of them is pledged to pay 
for over $1,000,000 of new business in 
the calendar year 1930. The member- 


ship is as follows: R. H. Keffer, C. P. 
Rogge, L. D. Briant, L. W. Sechtman, 
James E. Bayne, Sr.; W. S. Blizzard, 
G. Hall Cook, J. Edward Dunn, G. 
Lansing Farrington, P. W. Hall, Jr.; 
Harold L. Jamison, W. W. Luman, 
Charles I. Scott, of Scott & Brill; C. S. 
Titus and W. H. Waddington. 





Agency Results in 1929 


Below is a continuation of the table shown in last week’s 


“Spectator,” showing new paid for 


life insurance business of leading life insurance agencies in 1929 and previous years 


Agency and Location 1929 

J. Elliott Hall, New York City..... 35,689,009 
Theo. M. Riehle, New York City.... 8,761,105 
C. F. Pierce, Buffalo, N. Y........ ° 2,500,000 
Wooton & Addison, Baltimore, Md.. 3,156,670 
Edward A. Woods, Pittsburgh, Pa.. 84,228,570 
Chas. J. Iredell, Cincinnati, Ohio... 6,042,514 
N. Y. Life Ins. Co., Cleveland 

DIO, 6 o.ck docciredsecedetsousws 33,750,000 
Sun Life of Can., St. Louis Branch.. 8,859,874 
Oscar A. Anderson, Cedar Rapids, 

SOE acu wiccsbkecavahenad ketenes 1,445,000 
L. L. Newman, Fort Wayne, Ind... 4,500,000 
Ralph L. Colby, Indianapolis, Ind.. 2,300,000 
Union Central Life Ins. Co., Wichita 

Branch, Kansas. ......ccecpeceee » 2,079,400 
Parker & Davis, Detroit, Mich..... §257,000 
Edgar Richardson, Lexington, Ky.. 3,075,750 
H. A. Butler, Burlington, Vt....... 2,033,897 
Truman H. Cummings, Detroit, Mich. 4,638,946 
C. C. Norton, Spokane, Wash...... 4,730,407 
Dudley Dowell, Butte, Mont........ 5,353,136 
Ray E. Brown, Butte, Mont....... 884,000 
Mecklem & Parker, Portland, Ore.. 3,316,110 
—— Dargen & Co., Houston, 

as wtih 3 het Cap a elaea a d weed ene 6,015,000 
ey Gardiner, New York City.. 18,687,015 
Lynne & Sons, Pittsburgh, Pa..... 3,580.500 
W. R. Smith, Lafayette, Ind....... 5,469,934 





*Opened April, 1927. 
§Started March 1, 1929. 
{Written basis, ~ 


1928 1927 1926 1925 
37,228,257 28,802,198 25,881,120 20,143,549 
6,878,292 6,682,261 4,975,710 ....... ; 
2,683,770 2,304,089 2,590,048 2,987,664 
72,847,720 64,478,812 56,360,118 61,868,540 
6,028,651 3,745,178 4,502,022 4,434,913 
A PUA sensegse,. .weaanens 
1,366,000 1,407,000 1,497,000 1,188,000 


4,000,000 3,000,000 2,600,000 2,500,000 


851,250 855,100 852,870 582,240 
2,179,930 1,100,182 1,407,299 1,448,500 
2,662,500 1,947,500 2,148,991 1,582,500 
1,603,744 2,012,107 1,992,277 —‘1, 792,240 
4,025,929 2,971,224 2,369,800 2,064,346 
4,803,811 4,802,623 4,459,424 5,200,098 
5,005,056 5,469,500 6,023,749 6,814,990 
2,908,882 2,425,253 2,042,967 2,120,426 
3,750,000 4,013,000 3,300,000 + —1,850,000 

15,067,500 18,405,800 8,085,500 5,967,000 
4,005,132 4,574,828 4,312,500 —2, 794,456 
4,725,897 6,026,783 6,190,281 5,846,027 
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Frank Talks with Industrial Agents 


Be Faithful in Little Things If You Want to Succeed and 
Win Advancement—Carelessness Will Bar Progress 
Regardless of All Other Qualifications 


ANY an otherwise capable 

M agent has had to pay the pen- 

alty for his own carelessness 

in his failure to win promotion. For 

no matter how talented a salesman he 

may be, unless he watches the little 

things, he cannot be trusted in a posi- 
tion of greater responsibilities. 

There is really nothing too insignifi- 
cant in this business to merit glossing 
over. The “jots” and the “tittles” 
count. 

Here are a few instances of the trou- 
ble carelessness and indifference will 
cause: 


Instances of Carelessness 


Name incorrectly spelled on the ap- 
plication; identification is necessary 
later in making policy changes, or in 
settling the claim. 

Date of birth and age not in agree- 
ment in application; issue is delayed 
until the home office can ascertain 
which is correct. 

Date of birth and age in agreement, 
but neither is correct; death occurs, 
and the correct age appears in the 
proofs, causing a delay in settlement 
always vexing to all concerned. 

Additional policies written on lives 
already insured beyond the company’s 
limits; this never fails to cause trouble 
when the claim is settled, because the 
company will pay only its limit, re- 
funding the premiums on the excess. 
The average beneficiary cannot grasp 
this, and thinking the company has 
evaded liability will often induce other 


By WILLIAM THORNTON 


members of the family and neighbors 
to lapse their insurance. 

Transfer put through with date of 
last payment not in agreement with 
premium receipt book; the receiving 
agent may decline to accept the busi- 
ness until this discrepancy is rectified, 
with a lapse as the possible ultimate 
result, 

Date of last payment in premium 
receipt book not in agreement with col- 
lection book; this will certainly call 
for explanation and most likely cause 
the agent embarrassment when his 
debit is inspected. 

Such mistakes are not uncommon 
faults. They are seemingly trivial, but 
the sum of them certainly stands in 
the way of any agent’s advancement, 
regardless of his record as a producer 
and a collector. 


Correct Inspections 


With the development of non-medical, 
companies have had to rely more than 
ever on the agent’s or assistant’s in- 
spection of the risk, and too great care 
cannot be exercised in this important 
part of the work. Every question 
should be asked the applicant or pre- 
mium payer, and should be answered 
fully and correctly. 

Here is a typical instance, showing 
how the agent may be innocent of de- 
sire to defraud the company, and yet 
later find himself in a close place, with 
his position jeopardized. 

Most companies question the appli- 
cant closely about any illness suffered 
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Hillsborough 
Forest Grove 
Oregon City 





during the previous twelve months. 
The applicant says for example: “Oh, 
I had a bad cold and some fever last 
March.” The agent replies: “That 
doesn’t amount to anything, a cold, un- 
less you went to the hospital” and 
passes hurriedly on. A little later 
while the policy is still in its contest- 
able period, the insured dies. Proofs 
call for the names of all physicians 
who attended the insured during the 
past year. A physician reports an at- 
tack of influenza which left the lungs 
impaired. The risk was really an un- 
insurable one when written. Although 
the agent thought just a cold didn’t 
amount to anything, it did, and he is 
called on the mat. He is guilty of 
nothing more than gross carelessness, 
but appearances are against him. 


See the Applicant 


The rules of all companies require 
the agent to see the applicant at the 
time of writing the application. This 
is highly essential, as otherwise the 
companies would insure many deformed 
and ill infants. Without this personal 
inspection, the wary premium payer 
who signs the application on the lives 
of infants and children could easily 
deceive the agent. 

Don’t question the wisdom of the 
company’s rules; don’t take anything 
for granted. Carry out instructions, 
pay strict attention to details, no mat- 
ter how small. Eternal vigilance is 
certainly the price of success in this 
business. 
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FIRE AND MARINE INSURANCE 











New Fight Beginning 
in Missouri 





Companies Now Seeking an 
Increase in Fire, Hail 
and Lightning Rates 





Agents Are Disregarded 





Action of Companies May Result 
in Passing of Bill for Work- 
man’s State Fund 


Another bitter fight over Missouri 
fire, hail, lightning and windstorm in- 
surance rates has been started by the 
action of the Missouri Inspection Bu- 
reau, acting for 219 stock companies, 
in asking for a 16 2/3 per cent increase 
in rates effective on Feb. 1, 1930. 

It is feared that the bureau and 
the companies which it represents has 
once more ignored the insurance agents 
of the state in a matter vitally affect- 
ing their well-being, and in doing so 
has undone all of the splendid work of 
such organizations of the Missouri 
State Association of Insurance Agents, 
the Fire Underwriters Association of 
St. Louis, the Great and Jovial Order 
of Cat’s Meow and similar insurance 
bodies in healing the sores caused by 
the former 10 per cent rate fight which 
is scheduled to come up before the 
United States Supreme Court at Wash- 
ington, D. C., on Jan. 13. 

In the past year, despite the bitter 
10 per cent rate case litigation, the in- 
surance agents of the state had done 
much to bring about a better under- 
standing with the Missouri Insurance 
Department. It was apparent that the 
old reciprocal-stock controversy had 
been placed in the discard. This was 
emphasized at the Missouri Insurance 
Day held at the state capital last Oc- 
tober. But the latest action of the com- 
panies has again reopened the old con- 
troversy with renewed vigor, and the 
metropolitan press of the state is 
unanimous in its denunciation of the 
leaders of stock insurance. 

One of the first and far-reaching ef- 
fects of the companies’ action is to 
make certain that the voters of Mis- 
souri will decide next November whether 
a State-fund shall handle all of the 
Workmen’s Compensation insurance 


THE SPECTATOR 
January 16, 1930 


John P. Lauber Dies 

John P. Lauber, president of the Cen- 
tral Fire Insurance Company of Bal- 
timore, died suddenly at his home in 
Baltimore on the evening of Jan. 9. 
He was 60 years old and is survived 
by his wife, Mrs. Cora B. Lauber. 

Mr. Lauber was secretary of the 
Central Fire Insurance Company, then 
the German Insurance Company, from 
1903 until 1910 when he was elected 
vice-president of the company, and one 
year later was made president. 





Fire Underwriters of the Pacific 

SAN FRANCISCO, CAL., Jan. 13.—The 
nominating committee composed of 
F, J. Perry, T. J. Tiedemann, Geo. E. 
Townsend, and R. Medcraft has nomi- 
nated the following for 1930 officers of 
the Fire Underwriters’ Association of 
the Pacific, in anticipation of the an- 
nual assembly of that organization in 
San Francisco, Feb. 3 and 4. 

President, George V. Lawry, under- 
writing superintendent, Travelers Fire 
Insurance Company; _ vice-president, 
Howard B. Speer, special agent, Atlas, 
Seattle office; secretary-treasurer, J. 
H. Martin; librarian and assistant sec- 
retary, Mrs. J. P. Moore; executive 
committee, T. H. Anderson, Wm. 
Deans, W. H. Gibbons, George V. 
Lawry, and F. J. Perry; educational 
committee, R. E. Swearingen, Arthur 
M. Brown, Jr., W. C. Frost and L. E. 
Madding. 


placed in the State. The Missouri State 
Federation of Labor has just placed in 
circulation initiative petitions calling 
for a State-wide vote on an amendment 
to the State compensation act drawn by 
Alroy S. Phillips, former chairman of 
the Missouri Compensation Commission, 
now counsel for the State Federation of 
Labor, and the request of the stock in- 
surance companies for an increase of 
16 2/3 per cent in fire, hail, lightning 
and windstorm insurance, could not 
have been better timed to aid the state- 
fund petitioners even if planned by 
Phillips personally. Prior to the filing 
of the fire insurance companies’ request, 
state-fund compensation apparently 
had little chance to pass. Today it 
seems to have won a safe margin 
among the rank and file of voters. 
Many business concerns have lost faith 
in the stock companies and may aid 
labor’s fight. 





Franklin Fire Pays 20 
Per Cent Dividend 


To Reduce $25 Shares to $5 
and Exchange Six New 
for One Old 


Assets Gain $9,300,000 








Conditions and Results of Com- 
pany Warrants Rearrangement 
of Capital Structure 


Concluding that the results and con- 
dition of the company justify a re- 
arrangement of the capital structure 
of the company, the directors of the 
Franklin Fire Insurance Company of 
Philadelphia will include, when author- 
ized, a 20 per cent dividend, Wilfred 
Kurth, president of the company, stated 
to the stockholders when announcing 
to them the result of the company’s 
activities for 1929. At the end of the 
year the company showed a gain in 
surplus earned from operation of $440,- 
303, after payment of dividends 
amounting to $560,000. 

This stock dividend will be declared 
by splitting the present $25 shares into 
$5 shares, and exchanging six of the 
new shares for one of $25 value. 

Being one of the first to appear, the 
statement of the Franklin Fire is of 
special interest. The net premiums 
written amounted to $6,272,845, an in- 
crease of over $1,200,000. The net 
losses were $2,589,219 (41.4 per cent) ; 
underwriting expenses $2,271,731 
(36.2 per cent); underwriting taxes 
$176,093 (2.8 per cent), leaving a trade 
gain of $1,226,800. 

Investment interest and dividends 
amounted to $798,871, from which is 
deducted investment expenses $59,081 
leaving a net investment income from 
dividends and interest of $739,789. De- 
ducting from this the net depreciation 
of investments during the year, amount- 
ing to $94,498, the total gains from all 
sources are shown as $1,872,092. The 
company paid to stockholders dividends 
amounting to $560,000, added $871,788 
to reserves and had $440,303 to carry 
to surplus. 

In its statement as of Jan. 1, 1930, 
the company shows assets of $22,629,- 
2465, 
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Executive Committee 
of Agents’ Body Meets 


Condemn Fleet Rating and 
Preferential Rates on 
Other Properties 








Next Meeting in Charlotte 





Secretary Bennett’s Proffer of 
Aid at Acquistion Cost Hearing 
Reaffirmed by Committee 


That hard-working body, the execu- 
tive committee of the National Associa- 
tion of Insurance Agents, foregathered 
at the Hotel Astor, New York City, on 
Jan. 10 and 11 to clear up the largest 
agenda that was ever held over from 
its annual meeting. Two resolutions 
of importance were adopted: the first 
condemning the practice of granting 
reduced rates on fictitious fleets of au- 
tomobiles not subject to common owner- 
ship or control, the other protesting the 
practice whereby companies or boards 
furnish preferential rates to properties 
having no common ownership. 

The resolution on fleet rates for 
private automobiles is an outgrowth of 
the resolution adopted on this practice 
by the National Convention of Insur- 
ance Commissioners at their midwinter 
session in December, 1929. The other 
resolution was inspired by the plan 
under which the Associated Merchan- 
dising Corporation, a group of stores 
scattered throughout the country with 
no community of interest and no joint 
ownership, buy their insurance under 
a group arrangement. 

Charlotte, N. C., was chosen as the 
scene of the mid-year conference which 
will be held the week of March 17. 

George W. Carter, Detroit, of the 
executive committee, was appointed a 
committee of one to urge the companies 
to appoint as public relations represen- 
tative in each state, a speaker who 
would be available for civic club meet- 
ings and who would be competent to 
present the stock insurance story in- 
telligibly to the layman. 

The committee reaffirmed the posi- 
tion of the association in regard to the 
Church Properties Insurance Corpora- 
tion and expressed its purpose to use 
every means within its power to pre- 
vent this non-agency corporation from 
invading the insurance field, under its 
present method of operation. 

Discussion of the committee to in- 
vestigate agency commissions as ap- 
pointed by the National Convention of 
Insurance Commissioners, led the com- 
mittee to approve the statement made 
by Secretary-Counsel Walter H. Ben- 
nett at the commissioners’ meeting in 
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of Henry Gilbert 


Death 
Foard, of the Home 





Was Secretary of Home of New 
York and Assistant Secretary 
of Carolina Insurance Co. 


Friends of Henry Gilbert Foard, sec- 
retary of the Home Insurance Com- 
pany of New York, were shocked to 
learn of his death at the offices of the 
company on Wednesday, January 8. 

Mr. Foard was born in Wilmington, 
N. C., October 12, 1885, and received 
his education in the public schools of 
that city and at Duke University (then 
Trinity College) Durham, N. C. His 
first contact with the insurance busi- 
ness was with the Carolina Insurance 
Company of Wilmington, with which 
he remained for several years. 

In addition to being secretary of the 
Home, Mr. Foard was also assistant 
secretary of the Carolina Insurance 
Company and secretary of the Southern 
Tornado Insurance Association. 





December, that the national association 
would cooperate with the committee in 
its endeavor to establish facts. 

It was agreed that Chairman J. Stew- 
art Pearce of the better business meth- 
ods committee should proceed with his 
proposal of making a new and up-to- 
date survey of agency costs at the earli- 
est possible time. 

Reporting for his committee on con- 
stitution revision, George J. Lieber of 
Detroit offered a preliminary survey of 
the entire question. He stated that in 
his opinion entire revision would be un- 
necessary, but any important changes 
could be made through amendments. 
Mr. Lieber remained over in New York 
for further discussion of the amend- 
ment with Mr. Bennett, and it is his 
purpose to have a complete report to 
present at Charlotte. 

Fred B. Ayer, chairman of the com- 
mittee on solidarity, reported satisfac- 
tory progress in his work of enlisting 
the interest and support of the agents 
in the large premium-producing cen- 
ters. 

Present at the sessions were Presi- 
dent Smith, Chairman Goodwin, Secre- 
tary-Counsel Bennett and the following 
members of the committee: Fred M. 
Burton, Galveston; E. J. Cole, Fall 
River; Charles L. Gandy, Birmingham; 
Harry R. Manchester, Cleveland; 
George W. Carter, Detroit; R. P. De- 
Van, Charleston; J. W. Rose, Buffalo. 

From time to time the sessions were 
visited by Past-Presidents Moffatt and 
Frank L. Gardner, Poughkeepsie; 
President Albert Dodge of the New 
York State Association; Charles E. 
Freese, Detroit, and others. 





New York City Agents 
Plan Association 
Revised Charter of N. Y. 


Board Denies Local 
Agents Representation 








Nationally Significant Move 





Possibility of New Body Joining 
State and National Associa- 
tons Hinted by Bennett 


There are under way plans for the 

organization of an association of local 
agents in New York City. Following 
the decision of the New York Board 
of Fire Underwriters to allow repre- 
sentation to company men only, the 
agents have been considering the ad- 
visability of creating an organization 
of their own. The possibility that the 
proposed organization may become 
affiliated with the State and national 
associations of local agents makes the 
move a thing of national interest and 
importance. 
“The situation of New York City 
agents is not paralleled in any other 
locality in the country. Due to the 
prevalence of so many home offices and 
branch offices in New York City, in 
addition to the large number of brokers, 
the producing agent on commission has 
a great many problems peculiar to him- 
self. As a result the New York City 
agents have never been identified with 
the accredited agents’ organizations, 
State or national. In the course of an 
informal talk before the regional meet- 
ing of the New York State association 
held at the Hotel Astor on Jan. 10, 
Walter Bennett, secretary-counsel of 
the National Association, disclosed the 
fact that New York City agents had 
conferred with officials of the National 
Association about the matter. In this 
respect Mr. Bennett said: 

“In. 1867 there came into existence 
in the city of New York what is known 
as the New York Board of Fire Un- 
derwriters, organized originally for the 
purpose of making rates applicable to 
the progress of the city of New York. 

“Out of it grew a triumvirate of rat- 
ing boards, in New York, Buffalo and 
Syracuse. By unanimous agreement the 
Board released its rate-making power 
and retired into the general business 
of upholding ethics and standards, and 
watching the procession go by. All of 
the time the organization has func- 
tioned under control of the companies, 
which have not, per se, been running 
it, but have delegated their powers to 
their representatives, either executives 
or general agents, so-called, in the city 
of New York. 

(Concluded on page 29) 
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Niagara Fire Loses 
Suit in Kentucky 
Insurance on Mortgaged 


Property Collectable 
Court Rules 


Important Legal Point 


Insured Claims Mortgage Was 
Placed After Issuance of 
Policy on Agent’s Consent 











FRANKFORT, Ky., Jan. 13.—The local 
agent taking and forwarding to an in- 
surance company an application for, 
and signing, delivering and collecting 
premiums on a fire insurance policy, 
which was prepared and signed at the 
home office and sent to the agent, but 
provided that it was valid only when 
signed by the agent, it is held that the 
agent is not a mere soliciting agent, 
without authority to waive any provi- 
sions of the policy. This point of law 
arose in the case of the Niagara Fire 
Insurance Company of New York 
against A. D. Johnson of Hickman, Ky. 
The company had issued a policy of 
fire insurance to Johnson covering him 
against loss by fire and lightning in a 
sum not exceeding $750 on provender 
contained in his barn in Fulton County. 
The barn was struck by lightning and 
as a result was destroyed. The com- 
pany declined to pay the loss and suit 
was instituted to recover the amount of 
indemnity mentioned in the policy. The 
company defended on the ground that 
the policy contained a provision that it 
should become void if the property in- 
sured should be mortgaged after its is- 
suance and that appellee placed a mort- 
gage against the property after the 
date of the policy and before the prop- 
erty was destroyed by fire. Johnson 
alleged that the mortgage was placed 
on the property with the consent of the 
agent, and that the company had knowl- 
edge of the execution of the mortgage 
and allowed the policy to remain in 
force and took no steps to cancel it. 
The trial resulted in a verdict for John- 
son. 

The court further held that an insur- 
ance company, not exercising its power 
to cancel a fire policy after the insured 
notified the local agent that he desired 
to place a mortgage on the property, 
and afterwards that he had done so, 
could not deny its liability after the de- 
struction of the property by fire. It 
further held that the insurance com- 
pany taking no steps to cancel the 
policy within a reasonable time after 
learning of a violation of a provision 
thereof, cannot avail itself of a defense 
that the policy was voided after the 
loss has occurred. 
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John C. Evans to Succeed 
the Late H. G. Foard 


Has Been Assistant Secretary of 
the Home of New York Since 
January, 1924 


John C. Evans, assistant secretary 
since 1924, was appointed secretary of 
the Home Insurance Company of New 
York, Wilfred Kurth, president of the 
company, announced on Monday, Jan. 
13. 

In 1908 Mr. Evans entered the ser- 
vices of the Texas Fire Prevention Bu- 
reau (then the rate-making organiza- 
tion for that State) with which he 
remained until 1913 when he left to 
become special agent for the Fireman’s 
Fund in eastern Texas. Two years 
later he joined the Home as special 
agent. In 1924 Mr. Evans was trans- 
ferred to the home office to become as- 
sistant secretary. 


New York City Agents 
(Concluded from page 28) 


“The organization has progressed in 
an harmonious and peaceful way, un- 
til last week, when the Board met and 
unanimously adopted a proposal for 
charter revision, which is to go to the 
present session of the State General 
Assembly for ratification. 

“Under the new charter, the Board 
must confine its representations to com- 
pany men only. So we find the agents 
operating the business in the city of 
New York without the pale and without 
the council of the old organization, now 
in the state of organizing a local board. 

“What does that mean? I was called 
into conference with the man primarily 
leading the movement and from the 
objects there disclosed, I could not help 
but think of the relationship between 
that movement and the first report of 
the Committee on Solidarity presented 
this morning. I contemplate that this 
new venture gradually is fitting itself 
into the picture that ultimately will 
bring about the absolute solidification 
of the entire producing forces of this 
country. 








One of the most important points de- 
cided by the court is that a local agent 
taking and forwarding an application 
for a fire insurance policy, signing and 
delivering it to the insured after receiv- 
ing it from the company, and collecting 
the premium, is held vested with au- 
thority to waive the forfeiture of plac- 
ing a mortgage on the insured property 
after the issuance of the policy, and 
that a notice to the local agent by in- 
sured that he desired to place a mort- 
gage on his property that the company 
had insured and afterwards that he 
had done so, is held to be notice. 
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Indiana Commissioner 
Loses Decision 





Injunction Prohibits His 
Halting Reciprocals in 
Issuing Policies 





Case to Supreme Court 





Wysong Claims Non-Assessable 
Policies Cannot Be Issued 
Under Indiana Laws 


Issuance of non-assessable reciprocal 
insurance association policies was held 
legal in Indiana by Judge Linn D. Hay 
in Superior Court in Indianapolis, the 
Indiana insurance commissioner losing, 
at least temporarily, a tilt with recip- 
rocal companies. Judge Hay announced 
his decision in a permanent injunction 
against Clarence C. Wysong, state in- 
surance commissioner, prohibiting him 
from ordering insurance associations 
from issuing such policies. 

The suit upon which the injunction 
was granted was brought by the Auto- 
mobile Underwriters, Inc., attorneys in 
fact for the State Automobile Insur- 
ance Association. 

The case will be carried to the Indi- 
ana Supreme Court for a final ruling, 
attorneys announced. 

In his written opinion, Judge Hay 
held that the whole question of the case 
is “Has the state auditor the power to 
revoke or withhold license to do busi- 
ness under the law of reciprocal insur- 
ance as long as the reserve is main- 
tained and the provisions of the state 
are followed?” The judge ruled that 
“no provision of the statute has been 
violated by the plaintiff unless it is as- 
sumed that the reserve provided for 
must be maintained by unlimited as- 
sessment of the subscribers.” 

Wysong’s order was based on an 
opinion issued by the state attorney- 
general, who held that Indiana insur- 
ance laws require a definite ratio of re- 
serve funds for reciprocal organizations 
and that “the subscribers or their at- 
torneys for them are required to make 
up any deficiency in said reserve.” And 
he added, “I do not see how this can be 
done except by assessment.” Judge 
Hay declined to pass on the soundness 
of the law, but indicated that in his 
opinion it could be strengthened. 


Illinois Agents to Meet 


CHIcaGo, Jan. 13.—The executive 
committee of the Illinois Association of 
Insurance Agents will hold a special 
meeting at the Midland Club on Jan- 
uary 31, to plan its program for the 
ensuing year. The meeting is described - 
as an important one. 
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YES! 
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W. L. TAYLOR 
Home Office: 
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Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M.D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition 
has been recognized as the standard publication of its kind 
for twenty years, and is the only book giving in condensed 
and convenient form just the information required by 
adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features 
of this excellent work are retained. Other new sections 
added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 

New paragraphs have been added to every article under 

Diseases on ; 

PROGNOSIS and TOTAL DISABILITY IRRESPEC- 
TIVE OF HOUSE CONFINEMENT 


About 50 New IIlustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into 
three sections, as follows: 


SECTION I—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 
PROMINENT SIGNS AND TOTAL DISABILITY AND 

SYMPTOMS HOUSE CONFINEMENT 

TOTAL DISABILITY 


TOTAL DISABILITY BUT 
PARTIAL DISABILITY NFINEMENT 


NON-HOUSE CO 





TOTAL DISABILITY _IRRE- 
poems = ll SPECTIVE OF HOUSE CON- 
EFFECTS a 

PARTIAL DISABILITY 

SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 


SECTION Ill 

This section takes up the different mineral and vegetable 
poisons that are taken intentionally or by mistake, giving a 
brief description of each drug, and considering the prominent 
signs and symptoms following the swallowing of different 
poisons, the length of time house confinement exists, the dura- 
tion of total disability and partial disability, with advice on 
adjustment, and effects on the insurability of the individual 
after recovery is complete. 


The Adjuster’s Manual is invaluable to those settling 
Accident and Health Claims. 


Price, In Flexible Binding, $6.00 


Liberal discount on wholesale quantities 
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Free Insurance Situation Greatly 
Improved During Past Year 


Report of Central Bureau Shows Results Obtained 
Through Its Efforts to Reduce Volume of Earned 


Unpaid Insurance Premiums 


Having concluded a year of most 
satisfactory operation, the Central Bu- 
reau has submitted its report to the 
New York Fire Insurance Exchange 
showing the result of its activities in 
effecting collection of earned unpaid 
insurance premiums in the City of New 
York. 

The report, as submitted to the In- 
surance Exchange by Herbert E. Max- 
son, chairma” is printed in part, as 
follows: 

The Central Bureau is now entering 
upon its fourth year, and is receiving 
reports from companies and agents on 
the following classes of business: Fire, 
Sprinkler Leakage, Riot, Civil Commo- 
tion, Explosion, Tornado, Automobile 
and Casualty Lines. The only classes 
not at present included are Fidelity and 
Surety, Accident and Health, and In- 
land and Ocean Marine. 

The number of items and the amount 
of unpaid earned premiums reported 
and tabulated during the year were 
as follows: 


Number of Amount of Unpaid 
Items Earned Premiums 





Seer 94,077 $ 429,885.61 
Casualty .. 54,802 1,229,829.61 
Totals ..148,879 $1,659,715.22 


The total number of items and the 
total amount of Unpaid Earned Pre- 
miums reported by the fire companies 
for the full twelve months of 1928 were 
94,378 and $408,873.81 respectively. As 
it is impossible as yet to give a full 
year’s comparative statement for the 
casualty companies, the following re- 
ductions for the past six months are 
shown for both the fire and casualty 
groups over the corresponding period 
of 1928: 


Number of Amount of Unpaid 
Items Earned Premiums 


PRG. scien 1,768 $ 2,113.44 
Casualty ... 6,253 111,351.12 
Totals ....8,021 $113,464.56 


Notwithstanding the fact that many 
new companies have entered the State 
during the past two years, the postings 
for each month, particularly those of 
the Casualty Companies, are now show- 
ing a steady decrease over the figures 
of the corresponding months of a year 
ago. At the present time 1,254 sworn 
reports are received monthly and the 
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items thereon posted to both brokers’ 
and assured’s record cards. 

Up to July first we had queried only 
items of $50.00 and over, but since that 
date we have been sending letters to 
brokers on every unpaid fire item of 
$10.00 and over, and on every unpaid 
casualty item of $25.00 and over ap- 
pearing on the previous months re- 
ports. 

Thus every single unpaid earned 
premium item reported in an amount 
above these limits is specifically inves- 
tigated, this investigation being fol- 
lowed by the sending of letters in the 
form and manner outlined below, and 
at present approximately 2,000 such 
letters are being sent monthly. 

On the fifteenth day of each month 
the following first letter is sent on all 
such items: 

“IT have been specifically instructed 
by the New York State Insurance De- 
partment, under whose jurisdiction the 
Central Bureau operates, to call your 
attention to the above charge against 
your account on our records and to re- 
quest your answers to the following 
questions: 

Why was this policy cancelled with- 
out the collection of an earned pre- 
mium? 

What efforts have you made and are 
still making to collect what is right- 
fully due the company? 

Have you replaced the line from a 
date later than the inception date of 
this policy in the same or in any other 
company without the collection of the 
above captioned earned premium? 

An early reply in writing to each of 
the above three questions is necessary. 

If written reply is not received in 
due course, the following second letter 
is sent on the fifteenth day of the next 
month: 

“We have received no reply to our 
communication of the 15th ultimo in 
reference to the above captioned item. 

“This is no idle query, and an early 
reply is not only expected, but abso- 
lutely essential. 

“If we do not hear from you by the 
first of next month, you will receive a 
request from the Superintendent of In- 
surance to appear at his office. 

“This is written at the direction of 
the New York State Insurance De- 
partment.” 

And if no reply to this second letter 
is received, the matter is referred to 
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the State of New York Insurance De- 
partment, which will summon the bro- 
ker to. immediately answer the letter 
and explain to them why he has ig- 
nored the communications from the 
Central Bureau. 

During 1929 five hundred and forty 
(540) items were referred to the State 
of New York Insurance Department be- 
cause of the willful or careless neglect 
of the brokers to answer our letters, 
and in a number of instances brokers 
have been cited to appear before the 
Complaint Bureau of the State of New 
York Insurance Department to explain 
transactions appearing in Central Bu- 
reau records. 

The Bureau is closely cooperating 
with the State of New York Insurance 
Department, Mr. Albert N. Butler, 
Chief Examiner of Fire Insurance 
Companies, being the official directly in 
charge of supervision of Bureau ac- 
tivities from period of organization. 
He has shown unusual interest in its 
affairs, regularly attending meetings, 
and been most helpful in the delibera- 
tions of the committee. 

The ruling of the Superintendent of 
Insurance requires that a reasonable 
effort be made to collect all earned pre- 
miums on any policy, binder or instru- 
ment of insurance where liability has 
not been terminated on or before its in- 
ception date, even though the same may 
have been in force but for a single day. 

Reporting offices are expected to ad- 
vise us of payments made subsequent 
to the filing of reports, which they are 
urged to do in fairness to both brokers 
and assureds. The importance of this 
request can best be conceived when it 
is noted that to date we have received 
written advices of the payment of ap- 
proximately $450,000 of earned pre- 
miums from these old items ($67,000 
from the fire companies and $383,000 
from the casualty companies), and it 
must be borne in mind that probably 
most of the items were outstanding for 
six months or more, and we are in- 
clined to believe that these figures 
would have been considerably increased 
had all subsequent collections been re- 
ported. 

We commend highly the splendid 
work of the manager, Mr. Benj. R. 
Mowry, in charge of Bureau opera- 
tions, who originated the reporting sys- 
tem resulting in such good control, and 
the high state of efficiency of his de- 
partment which is being operated along 
most economical lines. 

Respectfully submitted, 
HERBERT E. MAXSON, 
Chairman. 


DaLLas, Tex., Jan. 13.—The Automobile 
Underwriters Insurance company of this 
city has increased its capital stock from 
$250,000 to $350,000 in preparation for ex- 
pansion of activities. 
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1929 Officers of Brokers 
Association Report 





First Meeting of 1930 Marked by 
Presentation of Review of 
Past Year’s Results 


A well attended meeting of the Gen- 

eral Brokers’ Association, of New York 
City, was held in the banquet room of 
Tosca’s restaurant recently. 
Arthur Arnow, re-elected president, 
presented the report of the outgoing 
administration, which read in part as 
follows: 


“The forums for discussion of vital 
subjects at the monthly meetings 
brought results far in excess of any- 
thing anticipated. At each such meet- 
ing an authority on some particular 
phase of insurance enlightened those 
present in the technique or procedure 
of the subject under discussion. The 
practice of questions addressed to the 
speaker by the listeners was found to 
be of incalculable benefit. 

“Committees representing the asso- 
ciation appeared before legislative com- 
mittees at Albany and were instru- 
mental in helping the passage of con- 
structive legislation such as the Finan- 
cial Responsibility Bill, and to prevent 
legislation inimical to the best interests 
of the public, such as that which sought 
- repeal the ‘Written Examinations’ 
aw. 

“Committees representing the asso- 
ciation attended all conventions and 
functions of other associations through- 
out the State, resulting in splendid co- 
operation and in the recognition of our 
association as an important factor for 
good in the insurance business. 

“We have taken the initiative in dis- 
puting the right of the New York Fire 
Insurance Exchange to dictate or regu- 
late the conduct of licensed brokers as 
exemplified in the now repudiated 
‘Brokers’ Voluntary Pledge and Agree- 
ment.’ 

“We have been particularly fortunate 
in 1929 to have an insurance superin- 
tendent of rare ability and sympathetic 
understanding of the needs of the 
policyholder. We cannot compliment 
his deputies and associates too highly 
for their cooperation, nor can we forget 
the support of other brokers’ associa- 
tions. 

“We cannot overlook the help of Mr. 
Leonard Saunders, nor of Honorable 
Theodore Rogers, nor of Honorable 
Frank Gardner, and this report would 
be incomplete without respectful refer- 
ence to our great loss in the death of 
Senator Roger Wales.” 

The president then announced the ap- 
pointment of the following committees: 

Grievance Committee: Abraham Pru- 
soff, chairman; Paul Simon, S. Nicoll 
Schwartz, William J. McLaren and 
George F. Sullivan. 

Membership Committee: George M. 
Alien, chairman; Phoebe R. Marks, 
Harry Broadman, D. M. Herstein and 
Robert M. Keleher. 

Auditing Committee: Julius Margo- 
lias, William J. McLaren and Joseph 


Wank. 


Fire Insurance 


Home Statement Shows 
Fine Gains 


Total Net Gains $9,155,748; 


Depreciation of Invest- 
ments Very Slight — 


1929 Most Satisfactory 


President Kurth, in Letter to 
Stockholders, Discusses 
Year’s Achievements 











On Jan. 18, the Home Insurance 
Company of New York issued its an- 
nual statement to stockholders, show- 
ing the results of the company’s opera- 
tions during the past year. 

The statement puts the assets at 
$128,914,080, with reserves of $41,393,- 
575 for unearned premiums, $6,762,474 
for outstanding losses and $8,432,398 
for reinsurance, taxes, dividends and 
contingencies. While the net surplus 
is placed at $48,325,632, which, added 
to the company’s capital of $24,000,000, 
brings the surplus as to policyholders 
up to $72,325,632, bringing the Home up 
to an equal footing with the foremost 
fire insurance companies in the coun- 
try as to assets and surplus. 

The investment and underwriting re- 
sults of the company were highly satis- 
factory, the net premiums having been 
$49,186,428, with underwriting losses 
$23,800,192 or 48.4 per cent; taxes 
amounted to $1,691,078 or 3.4 per cent, 
and underwriting expenses of $18,349,- 
825 or 37.3 per cent, leaving a gain of 
$5,345,832. The net gain from divi- 
dends and interest was $3,829,367, 
while the net depreciation of invest- 
ments for the year was but $18,951. 
The above figures thus show a net gain 
from all sources of $9,155,748. Of this 
fund $3,600,000 total was paid in divi- 
dends, $2,049,894 was added to the re- 
serves and $3,505,853 was added to the 
surplus account. 

Wilfred Kurth, president of the com- 
pany, sent the following letter to the 
stockholders, expressing the apprecia- 
tion of himself and the directors for the 
support given during the year, and dis- 
cussing the splendid results obtained: 

“Notwithstanding the organization 
and operation of close to 100 additional 
fire insurance companies during the 
past two years and the increasingly 
severe competition from existing com- 
panies, the Home enjoyed a substantial 
increase in premiums and, as indicated 
above, a satisfactory profit. The invest- 
ments show a net depreciation during 
the year of but $18,951.68, an inconse- 
quential sum, evidencing their high 
character and stability during a period 
when all investments were put to a 
severe test. 


Special Meeting of New 
Western Association 





Retirement of Seceding Com- 
panies One of Important Sub- 
jects to Be Handled 


CHICAGO, Jan. 13.—Members of the 
Western Insurance Bureau who intend 
to stay in that organization, as well as 
those who have submitted resignations 
in order to join the new Western Un- 
derwriters Association are turning 
their attention to the special meeting 
of the organization which will be held 
in Chicago on Saturday in lieu of the 
meeting scheduled for Washington last 
week. The Washington meeting was 
not definitely cancelled until late last 
Wednesday. 

No statement has been made as to 
what will come before the special meet- 
ing on Saturday, but it is pointed out 
that considerable of importance is pend- 
ing. Foremost is the method of retire- 
ment of the seceding thirty-two com- 
panies. The Western Insurance Bureau 
and its subordinate organizations, the 
Western Reinsurance Bureau, the 
Western Sprinkler Risk Association and 
the Underwriters Adjusting Compa- 
nies, have entered into long term leases 
in the insurance exchange on the 
strength of the old membership, and the: 
basis of division of this liability is con- 
sidered of importance. The continuance 
of these subordinate organizations also 
is expected to come before the meeting, 
and the share that the seceding com- 
panies shall carry in the current bud- 
gets, as well as how their share in the 
bureaus’ operations shall be disposed 
of. 

A special committee representing the 
retiring members composed of C. N. 
Gorham, Walter Williams, F. M. Gund 
and B. L. Hewett has been’ working on 
this vexing problem. 








“During December there was paid in 
$6,000,000 of additional capital and 
$15,000,000 of additional surplus, which 
is being invested in the same high 
grade of securities and at prices con- 
siderably lower than existed during a 
great part of 1929, thus assuring a 
satisfactory investment income there- 
from. This report would not be com- 
plete without an expression to the 
stockholders of the sincere apprecia- 
tion felt by the officers and directors 
for their loyal support during the past 
year, and especially for the gratify- 
ing subscription to the additional capi- 
tal issue at a time when general finan- 
cial affairs and prospects were greatly 
disturbed, having in mind that the in- 
crease was determined upon prior to 
the stock market debacle last fall.” 
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Indiana Insurance Day to 
Be Held January 21 





Dr. G. W. Dyer, H. P. Dunham 
and R. P. DeVan Among 
Prominent Speakers Who 
Will Address Meeting 


Several speakers of national repu- 
tation, including Dr. Gustavus W. 
Dyer, professor of economics at Vander- 
bile University, Nashville, Tenn., are 
on the program for the seventh annual 
Indiana Insurance Day to be held in 
Indianapolis Jan. 21. James A. Baw- 
den, general chairman has made the an- 
nouncement of the completed program. 

Dr. Dyer will be the principal 
speaker. Another widely-known speaker 
at the conference is H. P. Dunham, in- 
surance commissioner of Connecticut, 
who will speak at the annual insurance 
banquet at which Clarence C. Wysong, 
State insurance commissioner of In- 
diana, will be toastmaster. 

A. L. Jenkins, Richmond, president 
of the Indiana Association of Insurance 
agents, will preside at a noon luncheon. 
The principal speakers at the luncheon 
will be W. W. Klingman, Minneapolis, 
vice-president of the Equitable Life As- 
surance Society, and R. P. De Van, 
Charleston, W. Va., former president of 
the National Association of Insurance 
Agents. At the time of the luncheon 
the annual meeting of the Insurance 
Federation of Indiana will be held with 
Elbert Storer, Indianapolis, president, 
in charge. 

The morning session will be divided 
into two sales congresses, one for the 
life insurance agents and the other for 
fire and casualty agents. Frank Rob- 
inson, Toronto, Canada, representative 
of the Mutual Life of Canada; Paul 
Cook, Chicago, representative of the 
Mutual Benefit Life, and Klingman will 
speak. Mansur B. Oakes, president of 
the Insurance Research and Review, ar- 
ranged the life meetings. 

On the evening preceding the con- 
vention, insurance men then in the city 
will hold their annual “night before” 
party, with Joseph W. Stickney in 
charge. 

A feature of the unofficial meetings 
held in connection with the day is the 
annual meeting of the Ancient Order 
of Pelviteers, consisting of H. L. Barr, 
C. D. Lasher, Mr. Stickney and Ernest 
Sellers, all of Indianapolis, and Shirley 
Moisant, Kankakee, IIl., charter mem- 
bers and about ten others. 





At a meeting of the board of directors 
of The Columbia Fire Insurance Co. of 
Dayton, Ohio, held in that city on January 
6, Archibald C. Cyphers, Treasurer of The 
American Insurance Company of Newark 
Was elected to the same position in the 
Columbia. 
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Ernest B. Boyd, of Frank & 
DuBois Dies 
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Philadelphia Agents Are 
Forming Exchange 





Was Underwriting Manager for Main Purpose Is to Promote a 


the Yorkshire and Headed 
Several Other Companies 
of Group 


On January 7, Ernest B. Boyd, un- 
derwriting manager of the Yorkshire 
Insurance Company of York, England, 
and senior partner in the firm of Frank 
& DuBois, died at his home in New 
York City, following an operation. He 
had been ill since September, 1929. 





The Late Ernest B. Boyd 


Mr. Boyd was born in Lexington, 
Ky., 67 years ago, and it was there that 
he became identified with the insurance 
business, entering the general agency 
of the Queen of Liverpool as a young 
man. After remaining in the Lexing- 
ton office for some time he was trans- 
ferred to the southern department of 
the Queen at Atlanta and was there 
until 1900, when Milton Dargan left 
the South to come to New York a man- 
ager of the Lancashire, bringing him 
as his assistant. In 1901 the Royal In- 
surance Company bought the Lanca- 
shire and reinsured its United States 
business, and at that time came in con- 
tact with Frank & DuBois. He was 


* then invited to join their organization 


as office manager and in 1904 was made 
a partner in the firm. 

Mr. Boyd was partially responsible 
for the entry of the Yorkshire Insur- 
ance Company into the United States 
in 1911, under the management of 
Frank & DuBois, and became under- 
writing manager for the company the 
London & Provincial, a subsidiary of 
the Yorkshire, entered under the same 
management. Later the Yorkshire In- 
demnity Company was organized as a 


Closer Harmony Among the 
Agents of the City 


PHILADELPHIA, PA., Jan. 14.—Modeled 
after the new agents’ organization just 
started in New York, a new association, 
to be known as the Philadelphia In- 
surance Agents’ Exchange, will be for- 
mally organized on Thursday. 

At that meeting, officers will be 
elected and a constitution and bylaws 
adopted. 

A get-together meeting, at which the 
plans for the new organization were 
discussed, was held last week with 
Charles T. Monk, of J. E. Hyneman & 
Company, acting as temporary presi- 
dent of the embryonic association. 

Mr. Monk said that the new or- 
ganization will work with the National 
Association of Insurance Agents and 
that its main purpose would be for 
closer harmony among the agents and 
also for stressing very strongly the 
perpetuation of the American agency 
system, with much of the association’s 
work being devoted along that line. 


American F. & M. of Galveston 


AUSTIN, TEX., Jan. 13.—An amend- 
ment to the charter of the American 
Fire and Marine Insurance Company 
of Galveston, increasing the capital 
stock from $600,000 to $1,000,000, has 
been approved by the Attorney Gen- 
eral’s Department. 


Schuchhardt and Balland Form 
Baltimore Agency 


BALTIMORE, Jan. 13.—A new com- 
bination in the agency field, to write 
combined lines of insurance, has been 
brought about with the creation of the 
firm of Schuchhardt & Balland, Incor- 
porated. 

Edmund C. Schuchhardt, who has 
been a prominent figure in this city, 
along the line of casualty work, for the 
past nineteen years, has joined with 
Eugene C. Balland, who has been prom- 
inent in fire insurance and other lines 
here for the past seventeen years, to 
form the new company. 








running mate to the Yorkshire with 
Mr. Boyd as president. 

In 1929 Frank & DuBois and in- 
terests in the Seaboard Surety Com- 
pany organized the Seaboard Fire & 
Marine Insurance Company, of which 
Mr. Boyd became president. He was 
also a director of the Lincoln Fire of 
New York. 
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PHOENIX 


ASSURANCE COMPANY, Ltd. 
of LONDON 


150 WILLIAM STREET NEW YORK 











147 years of successful business operation. 


PHOENIX 


INDEMNITY COMPANY 


150 WILLIAM STREET NEW YORK 


DEPENDABLE 
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THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH _ BOILER 
oa * LANDLORDS 





ELEVATOR 
GENERAL LIABILITY 


TEA 
COMPENSATION 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
J. M. Haines, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 

















The Home Life Insurance Company of America 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


This Company issues all modern ferms of policy contracts from BIRTH 
to 60 years next birthday. 
SRBUETRAL POLICIES are in FULL NEMATS BENEFIT from 
date of issue and are up-te-date in every resp 
ORDINARY POLICIES contain valuable pron DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and seyeus 
INDEMNITY FEATURES, and are guaranteed by State Endorsemen 
A Home Life policy brings peace of 
mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 














EXPANSION 
This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 
that 

“Honestly, It’s the Best Policy.” 


ATLANTIC 















Maryland ! ! 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 





































ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, - $29,000,000.00 
Insurance in Force, Over $145,000,000.00 


A. C. TUCKER, President 




















Our LNs. Accident and Health 
Complete Coverage Combination 


Provides: 
Old Age Endowment 
DOUBLE for Accidental Death 
TRIPLE for Fatal Automobile Acci- 
dent 
Disability Benefits, Dividends 


Liberal Contracts for Agents 








If interested, write 


NORTHERN LIFE INSURANCE CO | 


D. B. MORGAN, President 
HOME OFFICE, NORTHERN LIFE TOWER 
SEATTLE x 











THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Sage Exclusively of 
Women in the W: 
Organized October 1608 


WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 


ital FARO. 5 stn ccs ee SU ee Hee ANA $27,000,000 
Benefits Paid since Organization over...... 39,000,000 
For further information write to 
THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 
“Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


ERTS 


FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 




















Baltica Insurance Co., Ltd. 


Denmark 
Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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ITH the object of arriving at a 
WW scientific basis, both as to the 
amount of school insurance necessary 
and the proper distribution among the 
several agents in the town, the Lynd- 
hurst Board of Education met recently 
in closed session. 


The situation was discussed by the 
trustees and it was decided to have 
a complete and thorough survey made 
of the entire Lyndhurst school system, 
without obligation, by a representative 
of some reputable insurance company. 


This inspection will probable take 
about six months to complete, and the 
recommendations submitted as the re- 
sult of that survey will be acted upon 
if deemed advisable. The aim of the 
board is to secure coverage for every 
phase of insurance needed for proper 
protection of the school properties. 


s * 


HE regular quarterly meeting of 
pir Bergen County Association of 
Insurance Agents was held last month 
at the Joe Jefferson Club House, East 
Saddle River Road, Hohokus, N. J. 


John C. Conklin, of Hackensack, sug- 
gested that President Livingston, who 
is a member of the committee which 
is drawing up the Agency Legislative 
Law to be presented at the next ses- 
sion of the Legislature, have incorpo- 
rated in the proposed statute that 
only licensed and chartered companies 
shall be allowed to do business in the 
State of New Jersey. 

The question of the financing of in- 
surance premiums came up for discus- 
sion. It was the consensus of opinion 


New Jersey News and Gossip 


that sooner or later every agent would 
be confronted with that problem and 
that it behooved each one to work out 
the most feasible and satisfactory ar- 
rangement found suitable to individual 
conditions and needs. 


* * * 


UTHERFORD councilmen have 

decided that provision should be 
made in the budget (1930) of the fire 
department for the acquisition of ap- 
paratus for use in extinguishing fires 
arising from oil, gasoline and other 
similar products. The fire alarm sys- 
tem is to be extended to the outlying 
districts. 

* ao * 


T the annual meetings held in 
various towns, cities and bor- 
oughs in Bergen County, incidental to 
the installation of ‘newly elected offi- 
cials, matters relating to fire protection 
and expenditures for the insurance of 
public properties received considerable 
attention. 


At Ridgefield Park the Commission- 
ers adopted a resolution to purchase 
an extension hook and ladder truck of 
the most modern type, at a cost of 
$16,000. 

An amendment to the fire ordinance 
of Bogota was passed which provides 
for the appointment of a fire marshal. 

The council, at a previous meeting, 
adjusted the entire schedule of the in- 
surance on the several school proper- 
ties which was satisfactorily placed as 
to rate, term, policy form and agency 
distribution. 








American Group Field Men to 
Meet April 7-11 


The annual meeting of the Eastern 
Field Men of the American of Newark, 
Bankers Indemnity of Newark, The 
Columbia Fire of Dayton and Dixie 
Fire of Greensboro—‘The American 
Group”—will be held at the Adminis- 
trative Office in Newark, April 7-11. 

The theme of the five-day meeting 
will be “Making the Most Out of 
Group Operation,” and each Field man 
will prepare a paper on this subject. 
There will be about eighty-five men in 
attendance. 

Monday, Tuesday and Wednesday 
will be devoted to fire sessions; Thurs- 
day morning to a joint session; and the 
balance of the time to casualty-surety 
Sessions. Thursday evening will be 
given over to the annual dinner and en- 
tertainment at Newark Athletic Club. 
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Statistics Show Decrease in 
Baltimore’s Fire Losses 





Value of Fire Prevention Bureau 
to City Shown by Figures 
Just Compiled 


BALTIMORE, Jan. 13.—Fire losses in 
Baltimore last year amounted to $1,- 
400,000, compared with $1,517,943.82 
in 1928, according to an announcement 
of the Fire Board. 

The statistics gathered by August 
Emrich, chief engineer of the Fire De- 
partment, began with 1926. Fires and 
losses by years since that time were 
given as follows: 1926, fires, 6416, 
losses, $2,478,557.17; 1927 5883, $1,- 
732,852.23; 1928, 6267, $1,517,943.82; 
1929, 4886, $1,400,000. 

“it will be seen,” Chief Emrich said, 
“that the losses in 1927 were less by 
$745,694.94 than in 1926; that the losses 
in 1928 were less by $214,908.41 than 
in 1927, and that the losses in 1929 
were less by $117,943.82 than in 1928. 

“The figures show the value to the 
city in dollars and cents, measured by 
losses, of the Fire Prevention Bureau. 
The bureau not only aims to keep down 
the number of fires, but the losses in 
such fires as break out.” 

The statistics will be given in the 
annual report of the Fire Board, now 
being written. 


Birmingham Fire Increases 
Capital 
BIRMINGHAM, ALA., Jan. 13—The 
Birmingham Fire Insurance Company 
of which H. G. Seibels is president, has 
increased its capital stock from $300,- 
000 to $500,000. 








— 





THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 


London & Provincial 
Marine & General Insurance Co., Ltd. 





Seaboard Fire & Marine Insurance Co. 
and 
The Yorkshire Indemnity Co. of N.Y. 








“Increasing limits of liability of your automobile 
policies—what does it mean to your assured?—to 
you? 
plan which is adding to its agents’ income and 
assuring their clients adequate protection. Inter- 
ested? 
City. 


HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 













The Yorkshire Indemnity Company has a 
Drop me a line at 12 Gold St., New York 


WW Wneiiaw 


Field Correspondent 


HOME OFFICE 
12 Gold Street 
New York N. VY 
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WINTER PROSPECTS 











There are Many 


WINTER season affords a good opportunity 
for agents to drive home the need of O. L. & 
T. coverage and develop good prospects for 
other lines. 

MANY home owners and others are not aware 
of this coverage and its real need. 
COMMONWEALTH’S O. L. & T. contract 
covers fully, is attractively rated and carrie? a 
good commission. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 


W. FREELAND KENDRICK &. W. COOK 
President Vice-Pres. & Gen’! Mgr. 
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THE BOOK OF THE YEAR ON 
VISUAL SELLING 


THE EYES 
HAVE IT 


IN SELLING 
LIFE INSURANCE 


Compiled by 
Kenilworth H. Mathus 


Five out of every six mental impressions come 
through the eye. This newest sales manual gives 
you clear-cut, graphic methods that make Policy- 
holders out of Prospects. 

This unusual volume presents the cream of the 
country’s most successful graphic and pictorial 
sales demonstrations. 


IT VISUALIZES 
The Need for Life Insurance Business Insurance 
Estates and Life Insurance Educational Insurance 
Programs Retirement Income 
Life Insurance as an Investment Insurance for Young Men 
Income Insurance Insurance for Farmers 











CONTAINS 150 CONVINCING GRAPHIC AND 
PICTORIAL SALES TALKS 


Price, per copy $2.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
























































NEW YORK 
MINNEAPOLIS 
LOS ANGELES 


Fire 
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Marsh & McLennan 


INSURANCE 
Liability 


164 W. Jackson Blvd., Chicago 


Seattle 


Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus 


SAN FRANCISCO 
RICHMOND 
INDIANAPOLIS 
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‘‘We want 2,000 copies.. 


...T WILL BE OUR OFFICIAL TEXTBOOK!” 





WALTER CLUFF’S 


course of study in 


LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 











| Send for this 


Book today. 


Your money 


back if you 
don’t profit 


by reading it! 


EDITION LIMITED ! 


O wrote the official of 
a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 
Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 
oped. 


THE INSURANCE FIELD 
Box 617, Louisville, Ky. 

Enclosed is one dollar. Send 
Cluff’s new book to me. 


© (Check here if quantity price | 
data desired.) ' 
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Massachusetts Motor 
“Fund” Wins Point 


Bench Says Petition Was 
Entitled to General Court 
Consideration 








Injunction Is Dismissed 





Petitioners Say That Proposed 
Law Is Against Amendment 
to Constitution 


The full bench of the Massachusetts 
Supreme Court in an opinion written 
by Chief Justice Arthur P. Rugg gives 
reasons why Frank A. Goodwin’s in- 
itiative petition relating to creating a 
motor vehicle insurance fund for the 
purpose of providing compensation for 
injuries and deaths due to motor ve- 
hicle accidents was entitled to con- 
sideration by the General Court. 

The proposed law would provide for 
a corporation known as the State Mo- 
tor Vehicle Insurance Fund, to be under 
the control of a board of three, a com- 
missioner and two associate commis- 
sioners, appointed by the Governor. The 
treasurer and receiver general would be 
made custodian of the fund. 

The matter came before the court on 
petitions of Franklin P. Horton and 
others, one of which asked for a writ 
of certiorari to review the action of 
the Attorney General in certifying that 
Mr. Goodwin’s initiative petition was in 
proper form; and the other for an in- 
junction to restrain Frederic W. Cook, 
Secretary of the Commonwealth, from 
submitting the petition to the General 
Court. Several days ago the Supreme 
Court sent down a rescript dismissing 
both petitions. 

The petitioners contended that the 
proposed law was not within the gen- 
eral scope of the provisions of Article 
48 of the Amendments to the Constitu- 
tion, and offends against its provisions 
on several grounds; and that the cer- 
tificate of the Attorney General was 
improvidently issued. 

Answering objections to the proposed 
law on the ground that it makes no pro- 

(Concluded on page 39) 
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Child Labor Law Point 
Settled in Texas 


Decision Is of Interest to Car- 
riers of Workmen’s Com- 
pensation Insurance 


AUSTIN, TEX., Jan. 14.—Of special 
interest to casualty companies writing 
workmen’s compensation insurance is a 
decision of the Supreme Court of Texas, 
which holds that minors employed in 
creameries are not subject to the child 
labor law, but come within the excep- 
tions and are classed as engaged in 
farming. 

This was the effect of a refusal to 
grant a writ of error in the case of the 
Associated Indemnity Corporation vs. 
Fred Williams from Dallas. A child 
of Wilson, aged under 13, was killed 
while delivering milk for a Dallas dairy 
or creamery, and the Texas Industrial 
Accident Board awarded damages. The 
insurance company holding the work- 
men’s compensation liability contested 
this action in the courts, claiming that 
since the deceased child was a minor 
and was employed at 1 a.m., he was il- 
legally employed in violation of the 
Texas child labor law, prohibiting the 
employment of children in factories be- 
tween the hours of 10 p.m. and 5 a.m. 

The Appellate Court’s opinion, now 
sustained by the action of the Supreme 
Court, was that if the creamery was a 
factory the child labor law would have 
been violated. It quotes the dictionaries 
and law authorities to uphold its con- 
clusion that the processing of cow’s 
milk into by-products, such as butter, 
cheese and the like, does not constitute 
the plant at Dallas a factory as de- 
fined in the child labor law, but that it 
is a part of dairying, and that the de- 
livery of the milk was also employment 
in dairying, which is classed as farm- 
ing and, therefore, exempt from the 
child labor law. 


Los ANGELES, CAL.— That business 
conditions in Los Angeles will continue 
good in 1930 is indicated in a report 
just issued by the Los Angeles Chamber 
of Commerce which reveals that nearly 
$300,000,000 will be spent in this terri- 
tory during the year for business and 
public building construction, home build- 
ing, and public service improvements. 


New York Legislature 
Ready for Action 





Has New Chairman of Sen- 
ate Insurance Committee 
to Succeed Wales 





New House Committee 





Department May Not Have Much 
Legislation to Submit; Expect 
Flood of Compensation Bills 


ALBANY, N. Y.—With a new chair- 
man of the Senate insurance committee, 
to succeed the late Senator Roger B. 
Wales of Broome, and a brand-new 
House insurance committee, both 
branches of the legislature are prepared 
to handle whatever insurance bills may 
be presented during the _ session. 
Judging from the present outlook, the 
Insurance Department does not expect 
to have much legislation to submit to 
the legislature this winter. During the 
1929 session an unusually large num- 
ber of workmen’s compensation law 
amendments were proposed. Most of 
them failed of passage. Another flood 
of such measures is looked for this 
winter. 

Senator Seabury C. Mastick, of 
Westchester, will reintroduce his bill of 
last session, amending the workmen’s 
compensation law so as to provide for 
the payment for disability or death 
caused by any occupational disease 
arising out of the employment. This 
measure handles the subject somewhat 
differently from the method favored by 
the New York State Federation of 
Labor, but it is believed it would ac- 
complish the same purpose. As such 
legislation is highly controversial, it is 
sure to be opposed not only by em- 
ployers but by insurance companies, 
as well. 

Among the bills introduced’ in the 
Senate on the first day of the present 
session was an amendment to section 
71 of the vehicular and traffic law, 
which was enacted a year ago. It was 
offered by Senator George R. Fearon 
of Onondaga. It provides that the 

(Concluded on page 45) 
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In the retirement of 


Robert J. Hillas, Esq. 


as President of the 

Fidelity and Casualty Company 
the casualty and surety business loses 
one of its remaining pioneers 


We extend to Mr. Hillas our best 
wishes for many years of health and happiness 
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Publicity 


President Brainard of the Aetna Life 
and affiliated companies has announced 
the promotion of Walter S. Paine to be 
manager of the engineering and in- 
spection department and Stanley F. 
Withe to be manager of the department 
of publicity of the Aetna Life Insurance 
Company (Accident & Liability Depart- 
ment), the Aetna Casualty & Surety 
Company, The Automobile Insurance 
Company and the Standard Fire In- 
surance Company succeeding David 
Van Schaack, deceased. 

Mr. Paine, who for the past twelve 
years has been research engineer of 
the inspection department, has been 
with the Aetna Companies fifteen years. 
He was first employed in the Buffalo 
office as rating engineer and later trans- 
ferred to the Home Office where he was 
placed in charge of the schedule rating 
division of the inspection department. 
He later organized the research division 
and about five years ago the special risk 
division of the Liability Department. 

Mr. Paine was graduated from Syra- 
cuse University in 1911. He is a mem- 
ber of the engineering committees of 
the Massachusetts, Pennsylvania and 
Delaware Compensation Rating and In- 
spection Bureaus, the National Bureau 
of Casualty and Surety Underwriters, 
the New York Rating Board and the 
National Council of Compensation In- 
surance. He is a member of the 
National Safety Council and of the 
American Society of Mechanical En- 
gineers and vice chairman of the Hart- 
ford section. He is also a member of 
the Elevator and Cable research com- 


ENGINEERING HEAD 





Walter S. Paine 
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Aetna Names Engineering and 


Managers 


mittee of the American Society of Me- 
chanical Engineers and of a number of 
technical committees of the American 
Standards Association. 

Mr. Withe, who will be in charge of 
the various advertising and publicity 
activities of the Aetna Companies, 
covering the casualty, surety, fire and 
marine lines, has been engaged in ad- 
vertising work for the past sixteen 
years. Following his graduation from 
Harvard in 1914, he joined the adver- 
tising department of the Du Pont Com- 
pany in Wilmington, Del., later being 
appointed advertising manager of sev- 
eral divisions of the Du Pont Company. 

In 1920, he joined the Aetna’s Pub- 
licity Department and shortly after- 
wards was appointed assistant director 
of publicity which position he has held 
for the past nine years. 

Mr. Withe was one of the founders of 
the Insurance Advertising Conference, 
an association of insurance advertising 
managers and for a time was secretary 
of this organization. He has also been 
active in the Association of National 
Advertisers. 


Auto Underwriters Case 


Suit of the Automobile Underwriters, 
Inc., attorneys in fact for the State Au- 
tomobile Insurance Association, Indian- 
apolis, for an injunction to prevent en- 
forcement of an order against -recipro- 
cal insurance companies writing so- 
called nori-assessable policies, is a step 
nearer a ruling in superior court No. 2 
in Indianapolis. The court has ordered 
attorneys to file briefs. Oral arguments 
were heard a week before. 








Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 
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T. J. FALVEY, President 
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Stanley F. Withe 


American Surety Elects 
J. L. Kemmerer Trustee 


Other Tvastess Ate Re-elected 
at Annual Meeting of Com- 
pany Stockholders 


At the annual meeting of stockhold- 
ers of the American Surety Company, 
New York, held ‘recently, John L. Kem- 
merer, chairman of Whitney & Kem- 
merer, Inc., was elected a member of 
the board of trustees of the company. 
Other trustees as members of the class 
expiring this year were re-elected as 
follows: 

John Anderson, A. J. Brosseau, R. R. 
Brown, Walter E. Frew, Archibald R. 
Graustein, F. Coit Johnson, L. F. 
Loree, Thomas N. McCarter, J. R. 
Morron, John J. Raskob, Lindsay Rus- 
sell, Charles M. Schwab, William Skin- 
ner, Arthur W. Thompson, Landon K. 
Thorne and F. Edson White. 


New York Legislature 
Ready for Action 
(Concluded from page 37) 

Commissioner of Motor Vehicles shall 
not issue a new license, nor restore an 
old license, in any event, where a per- 
son has been twice convicted of driving 
a motor vehicle or motor cycle while 
intoxicated, and where personal injury 
has resulted from such driving, while 
intoxicated in each violation. The bill 
has been referred to committee, and 
will be brought up for later hearing. 

A bill was introduced by Senator 

William L. Love, of Kings, amending 
subdivision 2, section 3, workmen’s com- 
pensation law, by adding to the list of 
occupational diseases for which com- 
pensation is payable, all disabling 
disease and disabling illnesses. 
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EARLY RETURNS OF CASUALTY COMPANIES 


The following figures from the statements of casualty, surety and miscellaneous insurance companies, covering the year 1929, have been compiled from 


Name and Location of Company 


American Bankers Ins., Jacksonville, Ill.(b)..... 


Economy Automobile, Freeport, Tl 
Home Title Ins., ‘Brooklyn, N 


Lawyers Westchester Mort. & Titie, White Plains, N. Y. 


Mid-West Auto Und., Freeport, Ill 


Provident Res. H. 


(a) Unavailable. 





Fidelity H. & A., Benton Harbor, BR ssci0oe 


Widwest Life & Cas., Topeka, Kan.............. 
Minnesota Commercial Mens, Minneapolis, Minn.. 
Mutual Cyclone Ins., Mishicot, Wis.............. 
National Benevolent Ass’n, Kansas City, Mo..... 
N. Y. Title & Mort. Co., New York, N. Y........ 
Northern & Dakota Trust, Fargo, N..D.......... 
North Jersey Title Ins., Hackensack, N. J........ 
Ohio State Life, Columbus, Ohio................. 
Onandaga Guar. & Title, Onandaga, N. Y........ 
Patent Insurance Co., Hartford, Conn............ 
Penna. Mutual Live Stock, Erie, Pa.............. 


returns made direct to the “Spectator.” 
Total 


(b) Accident and health departments only. 


Admitted 
Capital Assets Net Total 
Stock January 1, Net Premiums Total Losses Dividends Expenses Disburse- 
Paid In 1930 Surplus Written Income Paid Paid Paid ments 
er 250,000 5,300,933 148,975 1,179,029 2,575,578 Tees: «se awiees (a) 2,095,561 
.-+. Reciprocal 266,851 176,874 228,615 240,709 ae 158,544 211,843 
ape Mutual 45,180 38,902 269,401 271,910 Tn.  Senake 121,923 277,384 
--+. 2,500,000 (a) 2,800,110 (a) 1,561,000 21,800 310,000 1,144,129 1,475,929 
3,000,000 6,056,936 2,000,000 (a) (a) (a) (a (a) (a) 
..+. Reciprocal 136,583 50,038 249,908 260,645 101,635 (a) 123,614 225,249 
Sanne Mutual 59,468 (a) 149,916 152,889 Oe oo 96.6 9 135,292 
er Mutual 216,919 183,000 345,230 354,483 284,826 = ..cses 108,739 396,821 
eee Mutual 4,554 576 1,239 1,310 Sa ae 446 947 
peo Mutual 81,866 81,120 698,103 (a 686,975 (a) (a) (a) 
«++. 20,000,000 67,754,698 30,000,000 877,174 (a) (a) (a) (a) (a) 
ae 150,000 1,172,069 75,000 (a) (a) (a) (a) (a) 
Kee 600,000 6,958,180 455,445 (a) 170,000 7,000 36,000 (a) (a) 
pes ee Eee eer (b)32,084 (b)85,271 (b)41,294 ...... (b)52,251 (b)93,545 
pee S 150,000 205,715 SEe- La weisee TUE. Noses 6,000 6,676 12,676 
naa 200,00 (a) . aieham Slepcattia’d uygae@ asdw W0.) «omen eee. Lanes 
coos Mutual 44,013 39,014 41,368 44,013 Sees. eaatdas 22,677 43,758 
‘ate. eames 12,222 7,754 16,244 16,494 5,611 aecde ae 11,011 16,857 





Use of Waivers Saves 
Business for Agents 





Is Designed to Aid Accident and 
Health Producers in Lines 
Otherwise Lost 


CHIcAGO, ILL., Jan. 13.—The use of 
waivers, whereby an applicant or policy- 
holder of accident and health insurance 
waives the right to indemnity for cer- 
tain specific impairments, is designed 
to save business for the producing ac- 
cident and health agents that could not 
otherwise be placed upon the insurance 
company’s books, according to Edward 
A. Hauschild of the Continental Cas- 
ualty Company of Chicago who spoke 
before the Accident and Health Man- 
agers’ Club at the Palmer House Mon- 
day. 


Not Serious Problem 


Mr. Hauschild pointed out that any 
deviation from the standard rates for 
accident and health insurance makes 
the risk in question sub-standard, and 
that if a waiver is used, the business 
can probably be accepted by the in- 
surance company. Accident and health 
underwriters cannot increase the rate 
for sub-standard accident and health 
risks as can the life underwriters, and 
must keep their risks on an average 
basis by eliminating existing hazards 
from the right to indemnity, he said. 


“He insisted that the problem is not 
as serious as many underwriters as- 
sume as revealed by a survey of 8000 
risks in which it was found that only 
3% per cent of the cases were ques- 
tioned for physical reasons and that 
waivers were required in only one per 
cent of the total. He also pointed out 
that only 5 per cent of this one per 
cent had lapsed their policies. He 
warned the agents to beware of policy- 
holders who try to drive sharp bar- 
gains when waivers are requested after 
the policy has been in force. 
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Executive Changes in Insurance 
Field Staff 


Young E. Allison, founder of the In- 
surance Field and its president since 
1927 has been elected chairman of the 
board. Young E. Allison, Jr., here- 
tofore executive vice-president, has been 
made president. He has been with the 
paper since 1914, R. W. Conde, vice- 
president and secretary, becomes vice- 
president and general manager. 

In assuming the newly-created office 
of chairman, Mr. Allison will continue 
to direct the general policy of the In- 
surance Field while placing responsi- 
bility for the details of management 
upon other shoulders. 





Penn General Casualty 


The Penn General Casualty Company 
recently organized to succeed the Penn- 
sylvania Bituminous Casualty Com- 
pany of Huntington, Pa., which was 
formed in 1923 to carry coal mine com- 
pensation risks, has been licensed by 
the State Department of Pennsylvania. 
The new carrier began business Tues- 
day at its home office, 242 South 
Thirteenth Street, Philadelphia, with a 
capital of $500,000 and surplus of 
$500,000. 





Canadian Auto Production 


November production of 9424 motor 
vehicles in Canada was the lowest re- 
ported for any month of the year to 
date, being 35 per cent under the out- 
put of 14,523 cars in the previous 
month and 20 per cent less than the 
total of November a year ago. The 
previous low total for 1929 was estab- 
lished in September at 13,817 cars. 
Data for November showed a falling 
off in the output of all types of cars. 

The apparent consumption of auto- 
mobiles in Canada for the first eleven 
months of 1929 totaled 210,235 cars, 
while the total imports during the same 
period was 43,877 cars and exports 
amounted to 97,392 cars. 


Workmen’s Compensation in 
Canada Summary 





Paid Benefits Increase to More 
Than Eight Million Dollars; 
Fatalities Slump 


The summary of figures for the 
Workmen’s Compensation Board of 
Ontario for the year 1929 shows that 
there has been awarded in benefits dur- 
ing the year $8,012,157, as compared 
with $7,067,946 during the prior year, 
an increase of $944,211, the figures for 
1929 being made up of $6,626,633 for 
compensation and $1,385,524 for medi- 
cal aid. 

The accidents reported numbered 
87,103, as compared with 79,398 dur- 
ing 1928, an increase of 7705. The 
fatal accidents decreased from 553 in 
1928 to 510 during 1929. 

The accidents reported during De- 
cember numbered 6288, as compared 
with 6455 during December the pre- 
vious year. 

Taking a basis of 300 working days 
during 1929, the average daily bene- 
fits awarded amounted to $26,707, as 
against $23,560 in 1928. An average 
of 290 new claims have been reported 
each day, as compared with 265 for 
the year 1928. 

The total benefits awarded from the 
commencement of the Act to Dec. 31, 
1929, amounted to $78,480,457. Total 
accidents during the same period num- 
bered 806,418. 





Public Indemnity of Newark 


The Public Indemnity Company of 
Newark, N. J., has been licensed by 
the Massachusetts Insurance Depart- 
ment to write fidelity and surety, acci- 
dent and health liability, including 
motor vehicle, workmen’s compensa- 
tion, property damage and collision, 
plate glass, burglary and theft lines, 
with admitted assets of $2,600,000, 
liabilities of $100,000, capital of $500,- 
000 and surplus of $2,000,000. 
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Labor to Oppose Workmen’s 
Compensation Law 





Mississippi Leaders Issue Mani- 
festo; Would Tax Fire Insur- 
ance Policyholders 


JACKSON, Miss., Jan. 11.—The Mis- 
sissippi legislature is in session for 
the fourth time within two years. As 
this is the regular session, the law- 
makers are not limited in the scope 
of their activities by subjects men- 
tioned in the governor’s message. 

Labor organizations have already is- 
sued a manifesto saying that they will 
oppose any legislation looking to the 
enactment of a workmen’s compensa- 
tion law. This has been repeatedly at- 
tempted, but has always been opposed 
by Mississippi labor. So far no bill 
has been introduced. 

The State is over four million dollars 
in debt, and must find some means of 
paying its bills. Governor Bilbo has 
recommended a general sales tax, 
without particular specifications, but a 
recommendation has been made to the 
ways and means committee that a tax 
of $1 per $1,000 on fire insurance car- 
ried by propertyholders would help 
raise the necessary money. The sug- 
gestion carried a recommendation that 
the tax be collected by requiring stamps 
to be affixed to fire insurance policies, 
the policyholder to pay the cost of 
the stamps. So far no bill has been 
introduced. 

A Jackson business man made this 
suggestion, saying that it would not 
only raise revenue, but would enable 
tax assesors to discover a large amount 
of property now assessed for less than 
it is insured, and hence escaping a 
just advalorem tax. 


Marsh & McLennan Add to 
Official Roster 


Marsh & McLennan, Inc., of New 
York City elected J. A. Cook, of the 
marine department; W. B. Maus, ex- 
ecutive department; W. S. Langford 
and H. L. Ford of the production de- 
partment, vice-presidents. Elections 
were held on Jan. 14. 





Corroon & Reynolds Dividends 


On Jan. 14, three companies of the 
Corroon & Reynolds fleet announced the 
declaration of their quarterly dividends, 
which were as follows: American Equit- 
able Assurance Company, 6 per cent; 
New York Fire Insurance Company, 6 
per cent; and the Knickerbocker Fire 
Insurance Co., 7% per cent, all of 
which are payable Feb. 1 to stock- 
holders of record at the close of busi- 
hess Jan. 1. 
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Calumet Casualty Is 
Liquidated 


CHICAGO, ILL., Jan. 13.—The 
Calumet Casualty Insurance 
Company of Chicago, which has 
been writing plate glass insur- 
ance exclusively, has entered into 
voluntary liquidation, and has 
turned its affairs over to the 
State Liquidation Bureau for 
closing. This company was owned 
principally by Emil G. Seip, who 
is interested in a chain of neigh- 
borhood banks, and who intends 
to devote his time to banking ex- 
clusively in the future. 

The Calumet Casualty has re- 
insured its business with the Com- 
monwealth Casualty of Philadel- 
phia and is in such excellent 
shape that all stockholders will 
receive dividend checks equivalent 
to their capital and surplus con- 
tributions plus a profit of approx- 
imately 20 per cent. The com- 
pany already has_ distributed 
$100,000 among its stockholders 
and now has $140,000 on hand 
available for distribution. All 
debts have been paid. The com- 
pany had capital and surplus of 
$200,000 and at the time it re- 
tired from business was writing 
approximately $150,000 annually 
in plate glass premiums. 

With this action Mr. Seip re- 
tires as an operator of insurance 
companies. He also had been in- 
terested in the Calumet National 
Life of Chicago, but control of 
this company passed to Snyder 
and Hay, several months ago. 











Travelers Casualty Branch 


Warner G. Smith, for the past eleven 
year located at the 55 John Street (New 
York) office of the Travelers Insurance 
Company, is the manager of the 
Travelers new casualty branch office 
which opened yesterday at 30 East 
Forty-second Street. Louis G. Long, 
another veteran New York Travelers’ 
man will be assistant manager of the 
new branch. 

The field assistants who will be on 
the production staff are W. Neil Con- 
roy, Charles H. Meyer and Thomas E. 
Smith. 





BALTIMORE, Jan. 13. — Automobile 
fatalities in Baltimore increased 13.6 
per cent last year, although the num- 
ber of accidents and injured showed 
a smaller rate of increase, according 
to a report of the Baltimore Safety 
Council. 
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Iowa Vigilance Society 
Lowers Burglary Rate 





Action Taken for Protection of 
Banks Against Daylight 
Robberies 


The Iowa Bankers’ Association, 
under the leadership of Frank Warner, 
secretary, was the pioneer in or- 
ganizing vigilance societies in prac- 
tically every county in the State. This 
was done that daylight bank robberies 
might be averted in a large measure. 
The vigilance membership is under the 
direction of the sheriff and each vigilant 
has the authority of a deputy sheriff. 
The county board of supervisors and 
the county bankers joined hands in 
providing sawed-off shot guns and other 
equipment and drills in marksmanship 
are held that the use of fire arms 
might become more efficient. 

The action of the bankers in thus 
organizing for protection of banks from 
daylight banditry had for a time most 
wholesome effect, so much so that in- 
surance companies, in offering policies 
covering burglaries, greatly reduced 
the rate covering Iowa banks, so much 
so that this State was given the lowest 
rate of any State in the union, and 
still profits from the concession thus 
given. 

But whether this low rate can be 
continued is somewhat uncertain in 
view of what has been happening in 
recent months. Since last March there 
have been fourteen daylight bank 
robberies, and with but few exceptions 
the promoters of the crime have 
escaped. 


Good Underwriters Are 
Scarce in Philadelphia 





Is Said to Be Results of Under- 
paying; Brokers Get Good 
Crop 


PHILADELPHIA, Jan. 14.—One finds, 
on talking to casualty and surety men 
in Philadelphia, that there is a dearth 
of good underwriters in that city. 

One is told that there is a big de- 
mand for good underwriters on the 
part of company branch offices. This 
need, it is said, is due to the practice 
of the companies in the past of under- 
paying underwriters with the result 
that brokers and general agents have 
taken them all. 

The only way in which the com- 
panies can get underwriters is to de- 
velop them from young clerks and 
office boys. But all that takes many 
long months with the result ex- 
isting today of any experienced under- 
writer being able to walk into almost 
any branch office in Philadelphia and 
securing a position immediately. 
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COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 


industry is alive and living is a pleasure. 







Real Money for live wires with 


MOUNTAIN STATES 
LIFE INSURANCE COMPANY 


Hollywood, California 
William L. Vernon, President 


R. N. Stevenson 
V. P. & Agency Mgr. 
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SECOND EDITION 


FREQUENCY CURVES 
CORRELATION 


By W. Palin Elderton, F. I. A., C. B. E. 


In this, the second edition, the work on Frequency Curves 
has been rearranged and now includes a comparison of 
various systems on Curves. The chapters on Correla- 
tion, Contingency, Probable Errors and Goodness of Fit 
have been rewritten and enlarged and a new chapter on 
Correlation has been added. An abridged course of read- 
ing suggested for those desiring especially to know about 
the practical treatment of correlation, sampling, etc. 
This valuable technical work contains 248 pages, and also 
folding diagrams and tables. 




















INSURANCE 
OFFICE ORGANIZATION 
AND ROUTINE 


By J. B. Welson, LL. M., and F. H. Sherriff, F. I. A. 


A valuable guide to the proper organization and conduct 
of an insurance company. Sets forth the best methods to 
be followed in the formation and management of an insur- 
ance company’s staff. Practical features of operation, 
such as correspondence, branch control, agency audits, 
office systems and machines, are comprehensively dis- 


cussed. 
Price, $2.25 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illus- 
trations. It also contains chapters on the common diseases 
and accidents (including industrial diseases), and a list of 
everyday medical terms. The book is designed particularly 
for insurance men and lawyers. 414 pages; cloth binding. 


Price, post paid, $3.00 





Principles of Insurance. By J. E. Eke. <A book which 
will aid in a clear understanding of the principles and 
practices of accident, fire, marine and life insurance. 


Price, post paid, $1.50 





Accountancy. By Francis W. Pixley. An entirely new 
work dealing with Accountancy from a theoretical and 
practical point of view. The latest exposition of the 
science. 318 pages. 

Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and 
British and Foreign Practice. Edited by Bernard C. 
Remington, F. C. I. Contains contributions by prom- 
inent officials of fire insurance companies and other ex- 
perts. Subjects are arranged alphabetically and well 
cross-indexed. Important subjects are given ample space 
and full explanation, and a great amount of serviceable 
knowledge is presented in condensed form. 


480 pages, half leather binding, price $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of 
Every Branch of Accident Insurance. Edited by J. B. 
Welson, LL. M., F. C. I. I., F. C. I. S. Contains many 
contributions by well-known authorities on British Acci- 
dent Insurance Law and Practice, with numerous forms 
and documents. In each particular section, subjects are 
arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 


814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and 
Business Man. By T. E. Young, B. A., F. R. A. S. Third 
Edition, Revised and Enlarged. A lucid, simple exposition 
of the principles and practice of life, fire, marine and 
other branches of insurance. Adopted as a text book by 
Yale University. 


“424 pages, third edition, price, $3.00 





Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to 
all those who are in any way connected with marine in- 
surance or the shipping trade, and the volume covers all 
the essential features. 


Price, post paid, $2.25 





Office Organization oe’ Management. By Lawrence R. 
Dicksee, M. Com., F. C. A., and H. E. Blain. This volume 
gives in detail, with the aid of specially selected illustra- 
tions and copies of actual business forms, a complete 
description of management and organization under the 
most improved and up-to-date methods. 315 pages, cloth. 


Price, post paid, $2.25 





SOLE SELLING AGENTS 
of the above works for the Insurance world 


THE SPECTATOR COMPANY 




















Price, $5.00 
THE SPECTATOR COMPANY oe ia a 
CHICAGO NEW YORK 
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Predicts Largest Volume of Contract 
Bond Premiums in 55 Years 


Vincent Cullen Warns Underwriters to Exercise 
Caution in Sharp Rise of Building Con- 


struction Unprecedented in Scope 


At least $40,000,000 of contract bond 
premiums will be written by the 100 
surety companies of the United States 
in 1930, Vincent Cullen, vice-president 
of the National Surety Company, said 
yesterday in a public warning to both 
underwriters and contractors in antici- 
pation of the greatly increased volume 
of business. This sum will represent 
the biggest volume of contract bond 
premiums in any one year in the 55- 
year history of suretyship. 

“About eight and a half billion dol- 
lars of building construction will be 
undertaken in the United States in 


1930,” said Mr. Cullen, “and under- 


writers must meet this vast volume of 
new business with great caution, for 
they will be called upon to write bonds 
covering projects that they would not 
have even conceived several years ago. 

“During the war and post-war pe- 
riod, surety companies wrote bonds of 
large amounts and of extraordinary 
nature but, in my opinion, the bonds 
called for this year will surpass those 
bonds in amount and character,” he 
declared. 

“For this reason, banks, business 
men, surety companies and the public 
must take no chances. Banks must not 
lend money on projects unless these 
projects are secured. Manufacturers 
and owners expanding their business 
must not give work to contractors un- 
less completion according to specifica- 
tions is assured. 

“Not many contractors will fail in 
1930. For the past few years, con- 
tractors have been going through lean 
times and taking work at close figures, 
but those who have lasted are sound 
financially. 

“However, like everything else, a 
large field of work begets a great 
many competitors. New contractors 
will make mistakes, bid low and force 
the old-line contractors into close 
bidding. 

“T don’t believe the substantial con- 
tractors will have any difficulty in 
borrowing money because, on both pub- 
lic and private work, the banks can 
lend money safely on account of the 
favorable lien laws, the ability of the 
contractor to assign payments and 
other legal safeguards. 

“For the first few months of this 
year, labor will be cheap and plenti- 
ful. With the coming of spring, how- 
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ever, labor will be increasingly in de- 
mand, unemployment will drop and 
everyone will be busy. 

“Materials will be cheap until the 
law of supply and demand gets into 
full swing. Today, it is possible to 
buy materials at a fair price. But 
when the large program for construc- 
tion gets under way, prices for ma- 
terials will harden. 

“Interest rates will be fairly low 
and money will be plentiful for sound 
constructive work. 

“I do not believe the country is 
entering into a period of economy. A 
nation which has lived like the Ameri- 
can people for the past six or seven 
years cannot suddenly change its 
methods and economize. I think there 
will be just as much spending of money 
for the ordinary things of life as ever 
before. People will be back to work 
with their minds off the stock market. 
The speculation bubble has burst; 
money that flowed into the stock market 
will flow to more legitimate channels; 
and sale of the regular necessary 
articles will be greater.” 


Massachusetts Motor 
“Fund” Wins Point 
(Concluded from page 37) 


vision for a judicial review of the con- 
tributions to be made to the fund by 
owners of motor vehicles, Chief Justice 
Rugg says: 

“The main design of the proposed 
law, in the light of its title and of 
recent statutes to which it refers, in 
general appears to be the adoption of 
some rational means calculated to 
diminish the frightful toll of life and 
suffering exacted from the public by 
motor vehicles on public ways, and to 
afford some protection to the injured 
against the loss arising from that cause. 

“The proposed law does not incor- 
porate a private business with capital 
stock and other investments to be man- 
aged for profit by corporate officials 
elected by shareholders. It does not 
provide for the fixing of rates tc be 
charged by such a corporation where 
rights in private property are involved. 

“It creates a body corporate with the 
powers there enumerated and all others 
incident thereto. It establishes a quasi- 
public corporation. It is without capital 
stock and is to be managed by a board 
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appointed by the Governor. The con- 
tributions to the ‘Fund’ must be based 
on fair and reasonable classifications 
and must be commensurable with ade- 
quate, just and reasonable charges to 
accomplish the aims of the proposed 
law. The proposed law does not by 
express terms rest finality of decisions 
as to contributions to the ‘Fund’ in any 
individual or body. So far as concerns 
justice to the ‘Fund’ of the contribu- 
tions, they are to be fixed by the board. 
If too low, it would be to want to wis- 
dom. 

“No injustice can be done to stock- 
holders or to property rights of this 
quasi-public corporation. If the rates 
are too low, it would be greatly em- 
barrassed and doubtless encounter com- 
plete disaster, but that presents no 
question under Article 48 of the Amend- 
ments to the Constitution. No consti- 
tutional guaranty exists against incom- 
petence of public or quasi-public of- 
ficers. 

“If the rates are unjust or unjustly 
discriminatory to the owners of motor 
vehicles, no appropriate appeal to the 
courts is closed against them. The 
‘Fund’ and the board are open to what- 
ever remedies may under the law be 
invoked against them by persons having 
legal standing to that end. 

“We are of opinion that the proposed 
law is not vulnerable on this ground. 

“There is a certain awkwardness 
about constituting the chief fiscal officer 
of the Commonwealth the treasurer of 
a public corporation receiving and dis- 
bursing funds which do not belong to 
the Commonwealth. That, however, is 
a matter of legislative expediency and 
not of constitutional limitation.” 

The court says that there is oppor- 
tunity for the General Court, or either 
branch thereof, if it so desires, to ob- 
tain advice of constitutional aspects 
from the Attorney General. 


Standard Surety Agency 
Changes Personnel 


A. J. Schunk, president of A. J. 
Schunk Company, Minneapolis, Minn., 
general agents of the Standard Surety 
& Casualty Company of New York, 
has been appointed Post Master of 
Minneapolis. To complete the per 
sonnel of the agency, John C. Styer, 
formerly associated with the Aetna 
Insurance Company in Chicago, now 
takes charge of the surety department. 
Dewey W. Johnson will be in charge 
of the agency development. Mr. Schunk 
still retains his position as president 
of the agency. 


The Standard Surety and Casualty 
Company has been licensed in Nevada, 
making a total of 42 States in which 
the carrier operates. 


Casualty, Surety, Etc. 
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Compensation Law for 
Mississippi Opposed 





Railroad Trainmen’s Union Is 
Latest Organization to Take 
Up Fight 


One of the most recent actions 
against any proposed workmen’s com- 
pensation laws for Mississippi has 
been taken by the Queen and Crescent 
Lodge, Brotherhood of Railroad Train- 
men, when the organization passed a 
resolution declaring the union to be 
opposed to any form of workmen’s 
compensation law. 

The resolution declares “that we as 
an organization and individually (will) 
exert every influence and activity at 
our command to defeat the enactment 
of such a law.” Furthermore the or- 
ganization does not favor “any form 
of workmen’s compensation act at this 
or any other subsequent legislative 
sessions and regards the present law 
as adequate to assure protection to 
workers of the State in case of injury,” 
according to the resolution. 

The resolution scores backers of pro- 
posed bills which would provide com- 
pensation to injured workers, by 
declaring that any persons or organi- 
zations claiming to speak for organized 
labor in the State and favoring such 
a bill do not speak for the union. 





Protective Indemnity Issues 
Policy Number One 


It is understood that policy number 
one in the Protective Indemnity Com- 
pany of New York was written by a 
member of the home office staff early 
this week. 

The new company which will be 
operated by the management of the 
Preferred Accident Insurance Company, 
80 Maiden Lane, New York, will func- 
tion in ten States including New York. 
However officials of the new organiza- 
tion are not yet prepared to announce 
new agency appointments. There will 
be one general agency in each borough 
of the City of New York. 

Although considerable business of the 
new company will be reinsured from 
the Preferred Accident the company 
does not contemplate changing its 
present arrangements. 





Equitable Casualty Appoints 


The Equitable Casualty & Surety 
Company of New York has appointed 
R. C. Bowman & Co., 5 West College 
Avenue, Salem, Va., as its general 
agent in that territory. 

The agency is one of the oldest and 
most prominent in its section, accord- 
ing to reports of Equitable officials. 


Casualty, Surety, Etc. 





Plate Glass Bureau 
Zoning Meeting 





Branch of National Bureau 
Considers Philadelphia 
Situation 





: Is Difficult Problem 





Block Plan Opposed by Com- 
panies; Would Lend Itself 
to Fraud 


PHILADELPHIA, PA., Jan. 14. — This 
Thursday, in New York, the plate glass 
bureau of the National Bureau of Cas- 
ualty and Surety Underwriters will 
meet to discuss the plate glass zoning 
situation in Philadelphia. The plan to 
have all of Philadelphia’s plate glass 
business in one zone has met with much 
opposition from many of the com- 
panies. A number of underwriters are 
favoring the writing of business by 
block, or several blocks, having dif- 
ferent rates. 

However, this plan is not only op- 
posed by many of the companies but 
also by Philadelphia agents and com- 
pany officials. They contend that a plan 
of this nature will lend itself to fraud 
in addition to making it very difficult 
for the agent to quote rates. 

The plate glass zoning situation in 
Philadelphia is very bad at the present 
time. The recent conference held by 
the Casualty Underwriters Association 
of Philadelphia, with representatives of 
the bureau companies present, 
thoroughly threshed out the matter, 
with particular reference to rezoning of 
some of the present zones. The bad 
spot is said to be that district south of 
Walnut Street with its large number of 
alien policyholders. 





Seaboard Surety Declares 
Quarterly Dividend 


The Seaboard Surety Corpora- 
tion of America, Los Angeles, 
Calif., following a meeting of its 
board of directors has declared 
for the last quarter of 1929 a 
dividend of 1% per cent, payable 
February 15, to stockholders of 
record January 31. The company 
operates in California and Dela- 
ware. It was organized in the 
latter State by California inter- 
ests in 1926 with a paid-in capital 
of $100,000 and a surplus of 
$25,000. Milton T. Shafer is 
president. 

















Central Surety Makes Home 
Office Changes 





L. M. Goodwin, Former Secre- 
tary, to Agency Department 
—One of Numerous 
Appointments 


Central Surety and Insurance Cor- 
poration of Kansas City, Mo., an- 
nounces the following changes in as- 
signments of home office personnel: 

Lawrence M. Goodwin, formerly sec- 
retary of the corporation and manager 
of city department, has been trans- 
ferred to the Agency Department, with 
the title vice-president and will super- 
vise the important central territory sur- 
rounding the Home Office, which in- 
cludes Missouri (excluding city of St. 
Louis) Kansas, Oklahoma, Colorado 
and Nebraska. 

R. P. Nall, now superintendent of 
Agents, formerly assistant vice-presi- 
dent. 

C. R. Lawton is transferred to pro- 
duction with the title manager of city 
department. While Mr. Lawton will 
serve as assistant to vice-president 
Goodwin in the supervision of the ter- 
ritory that has been assigned to him, 
he will be more specifically responsible 
for production in the important field 
immediately adjacent to the home office 
with its more than one hundred pro- 
ducers. 

Leslie Stewart, who has been as- 
sistant to Mr. Lawton in his depart- 
ment, will be advanced to the position 
of superintendent of safety and in- 
spection. 

H. H. Strayer, who has been pro- 
moting production in the Accident 
branch, becomes head of that depart- 
ment with the title Superintendent of 
Accident Department. 

C. A. Hubbard, who has been super- 
vising the eastern territory will con- 
tinue his duties in that section and has 
been given the title assistant superin- 
tendent of agents. Mr. Hubbard’s head- 
quarters will continue to be in Wash- 
ington, D. C. 

Ray Phillips, recently employed and 
assigned to special agents duties, will 
assist vice-president Goodwin in the 
central territory. 





Italian Insurance Annual Issued 


The Annuario Italiano Imprese As- 
sicuratric for 1929 has been issued at 
Milan by Stabilmento Di Arti Grafiche 
F. Combi. It is a book of 680 pages 
and embraces the statements of insur- 
ance companies covering the year 
1927, together with other matter in re- 
lation to insurance companies and the 
insurance business. 
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Illinois Department 
Impost in Error 


No Basis for Examination 
Charges by State, 
Court Rules 


—_——_— 


Consternation Rampant 





All Carriers Except Fire and 
Marine Have Paid Fees 
Erroneously for Years 


CHICAGO, Jan. 13. — The Insurance 
Department of Illinois received a severe 
jolt and the fact that casualty, life and 
surety, in fact all insurance companies 
except fire and marine have been pay- 
ing examination fees into the insurance 
department erroneously for many years, 
was revealed here last week when Judge 
Philip Sullivan ruled that such com- 
panies under the statutes of the State 
are not required to pay the cost of 
examinations by Illinois examiners. 

This staggering ruling came in the 
receivership action pending against the 
Great American Casualty Company of 
Chicago, which suit has been a thorn 
in the side of the Illinois Insurance De- 
partment ever since its filing. The in- 
surance department, represented by the 
Attorney General went before Judge 
Sullivan with a motion asking that the 
Great American be held insolvent im- 
mediately because it had refused to pay 
a bill for $1,500 for an examination 
just completed by the State Insurance 
Department. 

The attorneys for the Great Amer- 
ican admitted that they had refused to 
pay the bill and they defied the At- 
torney General to find any provision 
in any of the insurance enabling acts, 
except those affecting fire and marine 
insurance companies, which requires 
the companies to pay for the expense 
of examinations. They admitted that 
casualty and life companies must sub- 
mit to an examination whenever the in- 
surance department may require it, but 
they insisted that a company should 
not be made a victim of one continuous 
examination and that they were not 
liable for the expense. 

Consternation was rampant when 
Judge Sulivan overruled the motion. 
This indicated that all except fire and 
marine companies doing business in II- 
linois need not pay for the expense of 
Illinois examiners. 





Albert E. Sharpe, former manager 
of the liability and casualty depart- 
ment of the Equitable Casualty Gom- 
pany of New York, who resigned Jan. 
31 is contemplating a connection with 
a Southern New Jersey agency. 
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Proposed Responsibility 
Bill in Virginia 

RICHMOND, VA., Jan. 15.—State 
Senator John A. Lesner, of Nor- 
folk, seems confident the Virginia 
legislature will adopt the safety 
responsibility bill he introduced 
in advance of a report from the 
commission appointed to study 
the question as to whether the 
State should have a compulsory 
liability law. The bill is modeled 
after laws now in effect in New 
York and New Jersey, it was 
learned today. 

Another bill introduced by 
Senator Lesner provides for the 
issuance of drivers’ licenses by 
the State motor vehicle depart- 
ment. This bill is patterned after 
the drivers’ permit laws favored 
by the national conference on 
street and highway safety. Such 
a law is in effect in several 
States. 











Westchester County Association 
of Local Agents 


President Couenhoven of the West- 
chester County Association of Local 
Agents will reveal some interesting in- 
formation on certain practices on auto- 
mobile fleet insurance in the principal 
address before the organization’s meet- 
ing to be held Jan. 30 in New Rochelle, 
N. Y. Mr. Couenhoven will include in 
his address a report of the proceedings 
of the regional meeting and will also 
outline plans for the Association for 
1930. 

Secretary Charles H. Doscher has 
urged members to “bring your best 
thoughts on the subject of combating 
the designation by large mortgage and 
bond houses of brokers through whom 
their borrowers must insure. 





“The Bulletin’s” Birthday 


“The Bulletin,” the company pub- 
lication of the American Surety 
Company of New York, will be twenty- 
two years old this month. The publi- 
cation is wholly educational in char- 
acter. It is issued monthly, and is 
distributed among the company’s home 
office employees, and those of its affil- 
iate, the New York Casualty Com- 
pany; the employees at forty branch 
offices and more than 15,000 local rep- 
resentatives. 

“The Bulletin” has been edited con- 
tinuously since January, 1915, by Har- 
old E. Ising, who has also contributed 
verse, short stories and general articles 
to various publications. 
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Insurance Background 
of Senator Grundy 





Organized the Casualty Car- 
rier for Manufacturers 
Group 


Not Officially Connected 








Found Mutual Plan Impracticable 
So Changed Company to Par- 
ticipating Stock Basis 


Joseph R. Grundy, who was appoint- 
ed recently to the United States Senate 
by Governor Fisher of Pennsylvania 
after the Senate had refused to seat 
William S. Vare, is a staunch sup- 
porter of stock company insurance. 

In the hundreds of columns and 
thousands of words that have appeared 
in the daily papers of recent weeks 
about Mr. Grundy, no mention was 
made of his insurance connections. Al- 
though, in the true sense of the word, 
the new senator from Pennsylvania has 
no insurance connections. 

Senator Grundy organized the Penn- 
sylvania Manufacturers’ Association 
Casualty Insurance Company as a 
means of keeping together and holding 
interest in the Pennsylvania Manufac- 
turers’ Association, of which he was 
president, resigning a few days ago 
after his appointment had been con- 
firmed by the Senate. 

The idea back of the casualty com- 
pany was to give the members of the 
association insurance at cost. It start- 
ed out as a mutual but Mr. Grundy 
soon discovered that the mutual plan 
was impracticable and so it was con- 
verted into what it is now, a partici- 
pating stock company. 

As president of the Pennsylvania 
Manufacturers’ Association, Mr. Grun- 
dy naturally was interested in the 
P. M. A. Casualty Insurance Company, 
which was controlled by his organiza- 
tion. However, his name is nowhere 
to be found among the officers or di- 
rectors of the company. 

The P. M. A. Casualty writes work- 
men’s compensation and liability lines 
(outside of auto insurance) for mem- 
bers of the Pennsylvania Manufac- 
turers’ Association only. Last year its 
premium income was slightly over $6,- 
000,000 and it paid its policyholders a 
dividend of something like twenty per 
cent. 





Casualty Carriers in Wisconsin 


Five casualty companies were li- 
censed in the State of Wisconsin dur- 
ing 1929, making a total of 142 com- 
panies now operating in that State. 


Casualty, Surety, Etc. 
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Court Upholds Rates 
in Massachusetts 





Classification of Risks by 
Commissioner Also 
Backed by Bench. 


Public Officials Object 








Schedule Is for Year 1930 and 
Formed Under Compulsory 
Auto Insurance Act 


Boston, Jan. 14.—The full bench of 
the Supreme Judicial Court recently 
sent down an opinion upholding classi- 
fications of risks and premium rates 
promulgated by Insurance Commis- 
sioner Merton L. Brown for the year 
1930 under the Compulsory Automobile 
Insurance Act. 

Demurrers of the Insurance Com- 
missioner to each of three petitions for 
review of the territorial and other 
classifications of risks and premium 
rates brought by Ephraim A. Brest of 
Chelsea, Mayor Nichols of Boston and 
others of Boston and by Mayor Andrew 
A. Cassassa of Revere, are sustained 
by the court. The constitutionality of 
the territorial classifications was at- 
tacked by the petitioners. The court 
says while theory and logic seem to 
support the petitioners, the facts do 
not. 

For 1930, the Insurance Commis- 
sioner divided the State into eight dis- 
tricts, of which Chelsea was No. 1, 
Revere, No. 2 and Boston, No. 3. The 
principal objections of the petitioners 
were directed to these classifications. 

The full court says that this classi- 
fication was made after public hear- 
ings where insurance companies pre- 
sented data on years of experience, at 
which hearings it was found that haz- 
ards do vary with different localities, 

“The bald question,” says the court, 
“is whether a classification of motor 
vehicles, according to territories in 
which they are principally garaged, 
can be lawfully undertaken at all under 
the controlling statute and the Federal 
constitution.” 

Chief Justice Rugg, who wrote the 
opinion of the court, says that the 
arguments of the petitioners were not 
directed against the wording, or the 
strict construction of the statute, but 
were that no such classification by ter- 
ritories could be made fairly, reason- 
able and non-discriminatory at all. 

“There was available,” says the 
opinion, “a considerable body of infor- 
mation bearing on accidents to motor 
vehicles. In these circumstances every 
presumption favors the regularity of 
the action of the defendant as a public 
officer in the performance of his duty. 


THE SPECTATOR 
January 16, 1930 


“Theory and logic seem to lend some 
support to the contentions of the peti- 


tioners. That is not all there is to 
the problem. Every question of con- 
stitutional law must be tested with 
reference to the actual fact. The con- 
stitution is not an abstraction. 

“The legal validity of the classifica- 
tion of risks and premium charges must 
be determined with reference to the ac- 
tual facts, not with reference to ab- 
struse reasoning. 

“It may not be easy to state the 
reason why the risks of insurance of 
motor vehicles, as required by the 
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statutes, should vary acording to the 
locality in which they are principally 
garaged, and be greater if garaged in 
one place and less if garaged in an- 
other. But the facts of such variance 
in risks must be assumed on these 
records. 

“This being so, there appears to be 
no adequate reason for granting the 
prayers of the petitions. The conclu- 
sion is that on these records the classi- 
fications of risks and premiums charges 
as established by the defendant ought 
not to be modified, annulled or reversed. 
Exceptions sustained in each case.” 

















Old outworn accident insurance con- 
ventions were shattered when the AE 
and AF Graminco accident policies 
were designed. For a whole year we 
made an intensive study of the short- 
comings of all existing policies and 
means to correct them. 


The first shortcoming we found was 
that present accident policies, repre- 
sented chiefly by the so-called “fully 
accumulated” type, do not always 
fully provide the policyholder with 
adequate benefits for treatment of in- 
juries. Frequently, a person with a 
policy of ordinary amount sustains an 
injury which does not disable him for 
more than a short period, but requires 
expensive treatment of a special nature 
even after he has resumed his work. 
The old plan of making additional 
benefits dependent upon the weekly 
indemnity is inconsistent, since the 
treatment of injuries bears no relation 
to the length of disability. There is 
a real need for insurance providing 
for the payment of all expenses of 


Great American 
Indemnity Company 


Casualty Surety 


Home Office, One Liberty Street 








Declaring an 
Accident Insurance 
Revolution ~~ 


It took a full year to develop 
these new accident policies 


treatment of injury—medical, surgical, 
X-ray, hospital, nursing. 


Second, we included the expense 
feature in a policy with a fully accu- 
mulated principal sum (units of $1500 
instead of $1000) because that is the 
basis popular with business and pro- 
fessional people. 


Third, the old frill, “double indem- 
nity,” and others have been cast into 
the discard. A man is not worth any 
more to his family, nor is his need for 
income greater, by being killed or 
injured on a railroad instead of on a 
sidewalk. Maximum protection for the 
common hazards at a cost adapted to 
persons of all classes is furnished in 
these policies. 


These are just a few of the high- 
lights of the new AE and AF Gra- 
minco contracts. It is impossible to 
describe them all in this short space. 
However, if you are interested in sell- 
ing the latest and greatest dollar-for- 
dollar value in accident insurance, fill 
out and mail the coupon below. 


' Great American Indemnity Co. 
. One Liberty Street 
' New York City 
I am interested in selling your new 
AE and AF Graminco policies. Please 
send folders 2107-S and 2108-S. 


Please 
Print SPOUELY oc atasunnawden ead ead 














New York City 














Casualty, Surety, Etc. 
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As of Asof . 
As of December 31, 1928 January 11, 1930 As of December 31, 1928 January 11, 1930 
: | : 
i a. 
COMPANY z 3 fa COMPANY } Fy §3 a 
Stock House Specializing Sep — a Ba 3 “ Stock House Specializing Sx | eee g |3a 2 
& S & = 5 m2 3.5 — = = S S 
ae |si3 (2 |99(S6 2/2 as iz|a/2 | §elaé 2/2 
3 a| = Zé at a3 {3/5 EF aly 
2s /=| 2 |28|/32/24/~/2/3| 3 a3 S| 3 38 |32/23/_ | B/S] 5 
oa & o/ xz 3S S e) alos /s SPialig 
3856 |/2|/ a |see (ee ledlale (Elz 66 |A| & SS] ee <Alal2/Zig 
“San oe Oe ee ee | s|s is E. Ke s|sis|isis 
i Aetna C.&S.,Hart.(N.).} 3,000,000) 10 | 50. 52) 69.90) 15.58} 1.20)160 |165 |180 |140 Hanover Fire, N.Y.....| b3,300,000} 10 | 43.40 50. - 10.02} 1.00)....]... | 60 | 48 
Conning & Co., Hart..|...........)....[ecceesJeceees RIES BEES Mise SES Bl arene trgee gS |. I. eaeraea ie Saal 
Aetna Ins.(Fire) Hart..| 7,500, 000|100 | 32.57/522. 63) 62.45|20.00/575 [585 585 |515 Clinton Gilbert, N.Y 53 
ye ON Se Re HRs en Re ees See Aer Egg eth ot pial Curtis & Sanger, N.Y ee 53 
Aetna Life, Hart. -;- 15,000,000) 10 | 74.52] 12.22] 1.20] 94 | 96 |108 | 86 Gilbert Elliott, N. Y aA OWT sess 
Opens st Yate 2a eee L sian Glhe Wo om Aen aseten sicdiessies eet acres Harmonia Fire, Buffalo .| 1,000,000} 10 | 29.37} 32.08] 1.99] 1.40)....]... | 39°] 25 
Am. Equit., N.Y. “(N,).. Sac ge cae ES BARS L aisisere Epes sede esos ee ce AMONG INN «| 5 5.0 <0 e's nolo to )n e's oe; Wr BR RRRAAE Pere Ye | a ee 
W. Wall.Lyon & Co..|........... aes es dehbinsseefio ses sprees SE PIB 1. feces Hart. Fire, Hart. (N.)...| 10,000, 000/100 |380.46/595.23]/ 86.32/20.00)....|....] 65 | 52 
American Ins., Newark .|_ 5,000,000] 5 | 14.09) 20.98] 2.22] 1.00]....]....] 22 | 18 Connites & Co... No Yi.) .o5.. oe ssc |orae lin aewisia loteStaonatls searslet sees 7g 0 as SE 
ArthurAtkins & Co., Hartford Steam Boiler & | | 
ke, SEER BAe eee Bee eer eee ane  eeee 20 | 21 ce ee Inspection, Hartford .| 3,000, 000/100 [341.32/489.56 §8.52}16.00]....]....]....].... 
Clinton Gilbert, N.Y. |.....-..... ae ite wr ee rae. | ae ee ye ON a ee er Ae | RA Opes! EER 580 |600 |425 |540 
Curtis & Sanger,N.Y.|....--..... a PoC Mee nes HR 2034] 202)....].... Home Ins., N.Y. (N.).../b24, 000,000) 10 | 26.57) 35.47) 5.28) 2.50)....|....] 4g | 39 
G. Elliott & Co., N.Y.|.....-..... Ree AS Le, AES ey ie 2 ae ae Gilbert Elliott, N-Y..|...........].... “i pe Hewied ewe cee: 433] 44] 0 J... 
Milliken & Pell, N’rk .|........... ee AR RSS | SE OW Ze es ee Soe Hudson Cas., Jersey Cy. b1,058,210} 10} 6.89) 7.61) —.68} .40)..../....]... |... 
American Surety, N.Y..| 5,000,000) 25 | 55.14) 69.85) 11.45) 6.00)....|..../122 |101 Clinton Gilbert, N.Y.|........... |... Pees (eae abt ed 6} 8] gs] 6 
yee or, aha re Ae es Rees Enns aes POLIO f...4.1..... Curtis & Sanger, N.Y.|........... Faia) co dNeis | Sencisainaswcepaecsd a aes 
Auto. Ins.,Hart.(N.)...| 5,000,000} 10 | 24.00) 34.42) 7.57) 2.80) 43 | 44 | 50 | 36 Gilbert Elliott, N.Y..|........... asso lnsheian dl’ wechlbeioe sestusege =) 8 nea) ae 
ConningtCo., Hart. sieiveleee Seca aR RPS Ra ae ee en ees ee See es 1,000,000) 75 | 51.41} 83.63] 9.22) 4.00)....)... | 95 | 60 
Bkrs. & Ship., N. ae 1,000,000} 10 | 30.31) 40.66] 4.50} 1.80)....]....|185 |105 Curtis & Sanger, N.Y.|........... Loibala kee lsmrbeteds SUS Se LYRE ae LA a A 
A. Atkins &Co., N Hasiee seis ped Pans Bis aonctanenohooa aps ccee S96) 1530) }. 35.015... Gilbert Elliott, N.Y..|........... er ge ere) Sen Brena 55 | 62]... .|.... 
G. Elliott & Co., NY. 1 RR Sa LR DSR bee 5 Pee 115 |135 |....|..2. |] Independ. Fire, Phila.. -|'"1;000,000| 10 | 15.35] 18.08/—2.13] .45]....|.... 1 | 7 
aee wn. Satis clones SOARS ey eS ee See 110 {180}.....1..055 W. Wallace Lyon & 
Balt.-Am., N.Y.(N.)...| 1,000,000} 5 | 32.10] 36.46] 11.63] 1.20]....]....| 31 | 24 Co., New York....|........... Ce RRS Stu Ge Teihe 87s crm ft... 
Gilbert Elliott, N Y...|........... sRackenveiedl senwcstewe ects vent 25 | 26 |...2.... Indep.Indem., Phila..| 1,500,000] 10 | 15.12) 23.84|—1.72] .50| ...| 25 | 15 
C. Sincere & Co., . Seer Toy REY SI SAAC | el ee W. Wall. Lyon& CoNY organs Soareiniaiedl Pr HORNS) Pane eR Lmneeey, Bene Meee lc. 
BostonCas., Boston... . 100,000} 25 | 30.77) 32.12) 1.37] 1.50)....)....]....].... Ins. Co. of N. Am., Phil.} 10,000,000] 10 | 35.00) 57.82} 12.17) 2.50]... |... .| ¢99 | 52 
C. A. Day & Co., Bos.!.....-..... SS WEA ASA Cee cs eae jE ae ie In (Ae Be A Atkins &Co.,N.Y..|......+06.. sovelegevan|ensa valeamsapsae ss (i Bo ee See 
H. D. agi & Co., Lincoln Nat. Life, Fort. 
era Aare: oe PIR reed (ey oes (ee BS (es I A eee Wayne, Ind.. .| 2,500,000) 10 | 22.00) 65.25} 2.57) 1.60) 100 ae 
Boston In, Bos'n(N.) .| 3,000,000/100 |508.00/592.20/137.95}20.00)....]....]....].... Conning & Co., SS Bae EAS) PRN RAE ANB ERE an ee SA Beze 
C.A . Day & Co., Mg cass% sy6 ae DS ar, Soares, Cae 625 |675 |805 |625 Maryland Cas., Baltim’e 5,000,000) 25 | 60.61) 95.11} 9.71) 5.00}... | ...] 95 | 88 : 
HD. Knox & Co. Sh ER ee “aa See Mereaint Penne. 650 {680 |....|.... Gilbert Elliott, N.Y. . aa eS PES epee PS) Read Nee cs A Se 
Brklyn. Fire, Brklyn.. . 1,000,000} 25 | 62.50)122.98)......]..... Ae: SES \ Cae eee Mass. Bond. &Ins., Bos.| 4,000,000) 25 | 62.75) 75.83] 11.27] 3.50)....)....)165 |130 
W. Wallace, Lyon & C. A. Day & Co., Inc., 
SG 5. es Ae Be BE Ree hee lene 18 | 22 | 24 | 12 SSRIS, CRE PEE SNR a OR AER Ue. 150 |160 | _..|.... 
Camden Fire,C’n, N.J..| 2,000,000} 5 | 17.03] 23.58) 3.98) 1.00]....]....] 25 | 21 H.D. Knox & Co. Bos.|........... Meee hocaastincesselecaeroresnen .. {150 
A. Atkins& Co., N.Y.|........... A ESE IGS RED RR eS ee ae — ene (Pfd.) 
Curtis & oS ee Readies whebnes onelicckecloas os PRE evkcwscCdk MMMERCS da urcc.ck sc sehnes v00 0 a6'eele<dcdssacustscachelocosactorace 
G. Elliott & Co., N.Y.|........... Rh PERRIS PEN RES: AS 224) 234/....].... Cc. KR Day & Co,, Inc., 
Carolina Ins., Wilm’n... 500,000} 10 | 24.44! 29.74) 2.79] 1.40)....]....] 34 | 25 SRP Se DR ere Mea eerrae Paremrere (unraniye! | vere 25 | 35 . 
A. Atkins & Co., N.Y.|........... fee favre Neaccens Miaai'e 20 284| 304]....|.... || Mere. & Manuf. Fire, 
Clinton Gilbert, N.Y .}........... Rae (ee Peer, lament Tet” 2 ee er 1,000,000) 5 | 12.50) 24.66) 2.65)..... si calicae aha ’ 
Chi. F.4M., Chi. (N.)... 1,000,000) 10 | 18.72) 19.72} 1.83]..... Oe ee eee W. Wallace Lyon & 
Clinton Gilbert, N.Y .|........... AR, CARS RMB: lam 24S Ae ie BR Be TIE NER ov cleicscnssnces conte Morace eiwak la cotatn serene c Perens ae. oe ee 
C. Sincere & Co.,Chi. |........... ahs. ANP AIR, CREE OLS E lt ee ieee Mo. State Life, St. Louis 4,000,000; 10 | 18.07) 76.55) 6.04) 1.30)....]....] 74 | 45 
City of N.Y.,N.Y..... 1,000, 000/100 |354.26/481.01) 97.79]18.00)....|....|580 |480 Gilbert Elliott, N.Y..|........... Ste lne x eal aenree shea woabes ae Co a ee 
A. Atkins & Co., N.Y.|........... lec Suiall ete Rexveleisin we al oom nie ae ie A. Atkins & Co., N.Y. einen neieed Bae Teme, Sree: Smee) eR 59 | 63 |... 
Colum'n Nat.Life, Bos’n| 2,000, 000|100 |174.12|514.32| 22.45] 7.00]....|....|500 |380 Clinton Gilbert, N.Y.|........... phe Sean's Ree ns | ey 60 | 65 |." 
“od & Co., Inc., Curtis & Sanger, N.Y.|........... dens [ee sacebiadecaieWes dakevecs AOS) 3) Pe See 
NS Eee Soehawa Sitietas houses tues 375 1450 |....].... National Cas., Detroit. . 750,000) 10 | 20.00) 25.63|\—0.1 | 1.20]....]....] 98 | 20 
H.D. Knox&Co.B'n Pepeet soci bis CaS UG ered sisicmels Keinccied coc 380 /480 |....].... C. Sincere & Co., Chi.|........... bine alfoien este Soisomie betes co Siomess 99126), 1... 
Conn. Gen. Life, Hart. National Fire, Hartford| 3,000,000) 10 | 65.73) 98.93] 11.03] 2.50)....|....] 76 | 66 
2 eae PES 2,000,000} 10 | 46.44/147.56| 16.76] 1.60]....]....|....].... Conning & Co. Hart. Riteneat fe NA RANE ay tog, Lynne: Baie 68| 70}... |.... 
Conning & Co., Hart..|........... aie, URES (IS) |g ed: ea 136 |140 |125 | 50 ie Liberty, N.Y..... 10,000,000} 5 | 15.29] 17.28} 5.09) 2.60])....]....]. |. |.... 
Cont’! Casualty, Chi. . 3,000,000) 10 | 21.65) 35.26) 1.85) 1.60)....]....] 46 | 37 A. Atkins Roo, See Sac a Mediate teciis tained ek eee oe 16 | 17 | 19 | 143 
C Sincere & Co., Chi..|........... pe apes we Rieeren, ‘ype |e aE 8 eR ee C. Sincere & Co.,Chi. |... .. 2.1... en SEES Cy eae ee rr Ole ba ee Pe 
Clinton Gilbert, es BE semi eS WERE RENE IS oe Se RS eae Clinton Gilbert, N.Y.|........... BRR, nee! ata Sanit ee 8 15§| 16%)... .|--.- 
Continental Ins., N.Y.| 15,000,000] 10 | 34.75] 45.95] 8.22] 2.00] 63 | 633/1103| 474 Curtis & Sanger, N.Y. a NR RR edt: Sle Feat 153] 163|"" "||... 
Fire, Newark. . 1,000,000} 20 | 50.00) 76.71) 12.88) 4.00)....]....]....].... Nat'l Surety, N.Y.. 15,000,000! 50 | 91.61/107.44| 5.73] 5.00)... .| 852] #155) 80 
. Elliott & Co., N.Y.|........... a, CS SE ROCF, OURS ae 70 | 80 | 80 | 60 Nat’l Union Fire, Pitts. . 4,000,000/100 |169.91/282.80) 12.36/12.00)....]....).... 
Excess Ins, Co. of Amer Gilbert Elliott, N.Y..]........... TO es ial eit | nee 235 |242 960 235, 
ica, New York.. 750,000) 5 | 13.23) 14.54/—1.24)..... sees fe... | F123) 474 New Eng Fire, Pittsfield 300,000} 10 | 33.72] 36.77} 4.28]..... oa sfeoe oh BHT 46 
Gilbert Elliott, N.Y... d caeieae Hee ET PRE TPE, EARS ee. 7110)13] 7 C.A ata Inc., 
Fid.-Phen. Fire, N.Y....| 10,000,000] 10 | 39.53] 54.12] 10.87) 2.00] 643] 67 |....|.... niente ne sae ret | Ses 30 | 35}... ].... 
Firemen’s Ins., Newark le ee Bae 30 HD. Knoré Co, a SE P| ORE ar | Bad pe) |: | ae 
A.Atkins & Co., N.Y 2 New Hampshire Fire, 
Curtis & Sanger, N.Y.|.. pepe Ly 2,500,000) 10 | 38.91) 47.68} 10.09) 1.60] 65 | 75 | 85 | 60 
Milliken & Pell, N’rk . A. Day & Co. Inc., 
GilbertElliott, N.Y. . Rea O Sean eee Caer YS 
Clinton Gilbert, N.Y. phceue H.D. Knoxé Go. St eer cies 1 ie ae 
lin Fire, Phila. . . estes 180 New YorkFire, N.Y.. 1,000,000) 5 -oeol 7 | 20 
A. Atkins & Co., N.Y.}........... Re, SP: Se RE OS ee 182 |189 desi W. Wallace Lyon & 
Clinton Gilbert, N.Y. |........... Se adiehid ee ee ne eet 26 
Curtis & Sanger, N.Y.|........... hase New World Life, Spo- 
Glens Falls, Glens Falls.| 4,000,000) 10 | 23.99) 35.61) 2.19) 1.60)....).... kane, Wash. . 1, 134,500} 10 Se TEE. Be coe 
A. Atkins & Co.,N.Y.|........... Dee Keer RAR eee eee de es C. Sincere & Co., MGS oc Ee ere! Ree Sree Aer 20218 4 5-3 been 
ClintonGilbert, N.Y. |........... Scie wlls waned cn wmsticwreweubscnee ee ee a eb coe Boston| 1,000,000) 10 |621.63/699.62/105.03| 8.00]....|....]//7{|.... 
Curtis & Sanger, N.Y.}........... TEE: ERTS TES, eee A ERS” eo ean a C.A.Day&Coine,Bos, Selb Heseiblerote RA 5) RE Re oS Sas Bae ae 
Globe & Rutgers, N.Y. .| 7,000, 000100 |632. 10/914. 02|182.34/44.00]....|.. ..{1050|950 tach... CE SN TRO Sa Wa: aT vote BP 
Gilbert Elliott,N.Y...|........... RteD REA PREM EY Ee ee aR 940 970 |....}.... Pacific Fire, New York. 1,000,000) 25 | 75.52|104.51) 14.54) 4.50)....)....]149 |120 
nary onatny AE Bk eRe eS. ere, EAE: ESR pees eee 930 |960 |....].... Clinton Gilbert, N.Y. |........... 5 acacelin scares atstalate ae wate gan Aarnaed 120 |140 |... .|.... 0! 
Curtis & Sanger, N.Y.|........... ee RG RRR: Be ea at: ie Ds iateeh ee Curtis & Sanger, N.Y. Lee acietias ate Vhaslvacccaligneaptouecatieaas 190 1140)| ....|---- 
Globe Ins., Pittsburgh. .|b1,000,000) 10 | 26.25) 33.47) 5.95) 1.60)....)....| 26 | 18 Peoples Nat’IFire, N.Y.| 1,000,000} 5 | 20.73) 24.09; 8.30] 1.00]....)....] 23 | 16 
W. Wallace Lyon & Clinton Gilbert, N.Y.|........... Joe eacacul a collan one ne vl) ees ae a 
Ne Re ree ALE ERO OS ies Samer IY en OR. Shae oe Curtis & Sanger. N Y|........... TPE EEE Pe Sy aes Pet iver Seer... .|..-5 
Great Amer. Ins., N.¥..|b16, 000,000} 10 | 28. 49) 33.91) 4.32) 1.60)....|....] 36 | 31 Phoenix Ins., Hartford..| 6,000,000) 10 | 4520 | 55.82) 7.63] 2.00]..../....| 80 | 73 Dp 
A. Atkins & Co., N.Y.|........... Semdbecse'ss NIE reek, Mae 324) 334]....].... Conning & Co., Hart.|........... RBS peepee een epee li 70.0 OO bale os 
Gilbert Elliott, N.Y..|........... KGL adee becis Re rn re $23) 333]....].... Presidential F.&M., Chi. 500,000) 25 | 33.32) 46.36) 1.81)..... in Gebel Rak aie m 
Clinton Gilbert, N.Y. See SSE EO! RON BRE SARE er ie & ae ae C. Sincere & Co., Chi. a eee ae SAE, REE hee RS re ed ee D 
Curtis & Sanger, N.Y.|..2.022220)/002. Tae | WRG SIRI Ths: 325] 338]... 10... 
T 
*Current annual dividend rate. (f) High and low for year. $ 
(b) Present capital, balance of iterns pertains to figures as of December 31, 1928. TUnless otherwise noted from Dec. 1 to date. $ 
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As of As of 
As of December 31, 1928 January 11, 1930 As of December 31, 1928 January 11, 1930 
= 3 
; COMPANY | = © COMPANY z © 
Stock House Specializing 2 Sa 3s Stock House Specializing 2 | 8s = 
4 a Ba 3 “<< s |3a 3 
Sf |.| sie |#./25 als Sz giz /]e.lzs alg 
as |3/ 2/3 | 8% |Ae6 <|3 ne s}3/3 | 38 Aa <|3 
$8 a. é Zo ae s £ glealo $3 a| = 3 o| —#/3 3 a] Py pms 
a8 4/35 | 3?) 2s Sis 53 >-| 4 | 33) 32/28 S| am] e 
ao 4 8 | Saeloslsei/BlBle! 8 as a1. & &a| o5/s5| Bi Sle] S 
ta) a Qise> | ee |<); ag) a] | = OO a} mS | BA 24 Qala} +e] = 
$ Si Ot & ree S76. 6) $ ‘ESR EE RER EE 

Providence Washington, Cites RI soins ciccrvc be atdbacteash te mentee caehadoes 49 | 53 
Providence.......... 3,000, 000/100 |519.20)590.20]141.23)20.00)....|.... 630 |500 Sylvania Ins. Co., Phila.| 1,500,000} 10 | 20.50) 32.26} 1.10)..... bay 
C. A. Day & Co., Inc., | W. Wallace Lyon & 

SS" EEE CSOT AER) FT aE] SPAM et “Pate 545 |570 veeeleeee Os Neltceseccscdliceraerds cd sialahe tc Wie tne cbtweas Peanns 22 | 26 | 32 | 21 
TE Fr ON oo ve ccna ccccdoseedows sdicbiedaculi eaeec ee 0)! a Travelers Ins.,Hartford.| 17,500,000/100 |246.00/917.80) 54.15/24.00]....]....|1475/1300 

Rhode Island Insurance, Conning & Co., Hart.|........... ee A Sy eRe) See 1440} 1460}... .].... 
Providence (N.)..... 1,500,000} 10 | 22.14) 30.28} 3.75) 1.20 .| 39 | 30 United Life & Acc. Ins. 

C. A. Day & Co., Inc., Co., Concord........ 500,000} 25 | 44.50) 98.36) 7.47| 1.50). 
pe ERE: Seen imuhe « veleadcemecciotd aacleaees 32 | 37 C. A. Day & Co., Inc., 
H.D. Knox & Co.,Bos.|........... dics Pecadewhtenlanmeaverhadex 30 | 36 MN eS saben oy na lodadevsa<calcondsprambestiesesabiaeacetca nde 42 

Republic Fire,Pittsb’h..| 1,000,000} 10 | 20.00} 33.73} 5.55) 1.20]... U. 8. Fidelity & Guar- 

W. Wallace Lyon & anty, Baltimore....../ 10,000,000) 10 | 25.95] 34.15} 4.71) 2.00) 45 | 49 | 52 | 45 
Co., 3 ee dacs olf erera wie ove ko Poors [is Pasi ia ca ee ahi x on 23 | 27 | 30 | 23 United States Fire, N.Y.| b5, 000,000} 10 | 50.10) 64.86) 16.77) 2.70)....|....| 70 | 50 

Reins. LifeofAm.,Chi...| 500,000 | 50 |100.00)131.31) 3.53) 3.00)....|....|....]... Clinton Gilbert,N.Y. |........... eds Fy TAA Re APES Ree i GE... 
COMODO CUES os oc cccs0sfuqan fos csgs [cad naires ass iewres 100 |105 U.S. Mer. & Ship., N.Y.| 1,000,000/100 |287.62/384.80) 28.85) 8.00}....]....]....].... 

Security In. Co. of New. Clinton Gilbert, N.Y.|........... BA Me a] Riel CRO Fe ....]815 {350 |270 
Haven, New Haven..| 2,000,000} 25 | 79.70)109.74| 10.14} 3.00]....|....|100 | 82 Curtis & Sanger, N.Y...|........... cad dbaadesileénowalsscouelimeas 290 /315 |....].... 
A. Atkins & Co., N.Y.|........... SARS Sepa (RENE Sw aoa Se oe keen See Virginia Fire & Marine, 

Springfield F.&M., Richmond........... 500,000) 25 | 91.30)127.12) 1.26) 4.50)....|....|130 |105 
Springfield, Mass.....|b5,000,000} 25 | 94.50/151.96} 19.32) 4.00]... 170 |140 Clinton Gilbert, N.Y.|........... Pree) ee) ree Ae MS a: | oe 
C. A. Day & Co., Inc., A. Atkins & Co., N.Y.}........... inatbeetexdbwetuskedecctlexcne 100 {120 |....].... 

[AEE TEC ERA SOP SCR eee ee eee 145 1168 1; . 2h. Curtis & Sanger, N.Y.|........... be abhcdounins doatkemedeteweas 100 1215 j....}.... 

St. Paul F.&M., St. Paul} 4,000,000) 25 |104.01/137.08} 1.13) 4.00)....)..../215 |195 Westchester Fire, N.Y..| 2,000,000) 10 | 39.66) 56.91) 6.32) 2.50)....]....| 56 | 50 
Clinton Gilbert,N.Y..|........... EEE, SAN SRS! SE Sele ye oo Curtis & Sanger, N.Y.|........... RARE MPR SSR Ea Seay ay 1 ee ee 

Curtis& Sanger, N.Y....|.......-..- Bann er | Fear! Ace Pee i ee Clinton Gilbert, N.Y.|........... Lcqghtisdualvenaacbediacateeoas 52 | 55 

Stuyvesant Ins.,N.Y...| 1,000,000) 25 | 65.74) 82.01) 10.25) 1.50}....|....| 70 | 50 A. Atkins & Co., N.Y.|........... at ibe oc ncxpowveseieeseas be cuee 51 | 55 
A. aes) PERE Ee Fa PRC seta Kees ASM 51 | eee Pee 

*Current annual dividend rate. ; 

(b) Present capital, balance of items pertains to figures as of December 31, 1928. 
(f) High and low for year. 

Unless otherwise noted from Dec. 1 to date. 


Pyramid Life Purchases 
Kansas Life 
(Concluded from page 7) 


* The Pyramid, during its short life, 
has already developed a considerable 
volume of business by direct writing. 
The assets of the Pyramid are ap- 
proximately $850,000, and the company 
has been admitted to the eight States 
to which it has applied for admission, 
namely, Missouri, Kansas, Texas, Okla- 
homa, Iowa, Arkansas, Illinois and 
Colorado. 

Associated with Mr. Hoyt as officers 
of the Pyramid Life, are: E. L. 
Foutch, treasurer; Katherine Halter- 
man, secretary; and Charles M. Howell, 
general counsel. The officers of the 
company occupy the top floor of the 
Security Building in the Kansas City 
financial district. The Kansas Life is 
one of the largest and most aggressive 
of the life companies in Kansas, its 
assets are approximately $3,000,000, 
and at the close of last year had insur- 
ance in force in the amount of $34,000,- 
000. 

It was organized in 1913, and about 
a year ago control of the company was 
purchased by M. J. Dorsey, of Ham- 
mond, Indiana, and his associates. Mr. 
Dorsey became president at that time. 
The capital of the Kansas Life is 
$210,000, with surplus approximately 
$450,000. 
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100 Carolina 

20 City of N. Y. 

100 Continental Cas. 

50 Franklin 

4 Hamilton Fire 

100 Home Fire Securities 
100 Indus. Fire of Akron 
100 Morris Plan Ins. Soc. 


We wish to sell 


25 National Union 


100 North River 
10 Northern 


100 Preferred Accident 
20 Provi. Washington 


(old) 


100 U. S. Casualty 


10 Standard Accident 
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GILBERT ELIOTT & Go. 


11 Broadway 


Members of New York Stock Exchange 
Members Assn. of Bank Stock Dealers 


DIGby 2700 














Miscellaneous Insurance 

















“This is one of the most impressive books 
on salesmanship I have ever read. Human, 
fresh, sparkling, and crammed with ideas so 
sound and persuasive that insurance sales- 
men everywhere should study them, apply 
them, and double their production.” —K. A. 
Luther, Vice-President Aetna Life Insur- 
ance Company. 











“I consider the book the most original con- 
tribution to life insurance literature that I 
have ever read.”—-Hugh D. Hart, Vice- 
President, Penn Mutual Life Insurance Co. 
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$1.000.000 A MONTH! 


C. P. Rogge has been writing over a million of life 
insurance a month. Another salesman after a thirty- 
five minute talk with Mr. Rogge wrote $840,000 in 
less than six weeks. This talk Mr. Rogge has put in a 
book entitled 


IT’S ALL S8O EASY 


—when you know how 


What general agent or company official 
can fail to put this book into the hands of 
every one of his agents, when such results 
are possible? 


Here is modern salesmanship 1935 model 
—hot off the griddle. 


BE THE FIRST TO SERVE YOUR AGENTS 


Price, per copy $1.50; per dozen copies, $16.20; per hundred copies, $120; 
per thousand copies $750 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 243 WEST 39th STREET 
CHICAGO NEW YORK 
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“Here is a book which for brevity, clarity 
and punch may never be equalled. It hits 
the spot and supplies a real need to all life 
insurance agents—to know when to stop 
talking.”.—George Miller, Insurance Editor, 
New York Evening Post. 














“Mr. Rogge tells nothing but facts in his 
little book. If one will actually analyze the 
things he says, it is easy to understand the 
reasons for Mr. Rogge’s great success.”— 
Gerald A. Eubank, Manager Life Insurance 
Department, Johnson & Higgins. 
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